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AGENTS STAGE RADIO HOUR 


A popular and dramatic innova- 
tion of the recent annual meet- 
ing of the Association of Agents 
was the “Idea Exchange Hour’”’, 
witnessed and heard by the au- 
dience of over a thousand when 
staged from the complete broad- 
casting studio shown above. 


Twenty proven sales ap- 
proaches and nineteen compoell- 
ing closes, selected from among 
hundreds submitted by leading 
producers, were ‘‘broadcast™ by 


agents in two highly instructive 
“radio hours”’. 


Among the radio stars winning 
great favor was Medical Director 
Dr. J. W. Fisher, who is about 
to complete 50 years of service 
as an officer of the Company. 
Facetiously presented as ‘‘Public 
Amateur Number 1", he gave 
the professionals some sound 
advice. Upon being questioned 
he admitted that sometimes he 
closes his cases with a ‘“‘No!!"’ 
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W. Jackson B o, Ill, Thirty-ninth year. 


.: are about eight- 


een million girls in the 
United States less than 
fifteen years old. Fathers 
who carefully shield their 
little girls TODAY some- 
times forget that TO- 
MORROW their daugh- 
ters may have to face the 
world alone. An educa- 
tion will not only help 
these girls to be self- 
supporting but also to de- 
velop any special talents 
or abilities they may have. 


Tothe fathers of these girls 
the Metropolitan sends a 
special message in a list 
of August Magazines.* 
Field-Men are urged to 
tell these fathers how a 
Life Insurance Program 
will help to assure them 
that their daughters will 
have not only the necessi- 
ties of life but will be 
equipped to face the 
world. 


*Business Week, Collier's, Cosmo- 
politan, Forbes, Nation's Business, 
Saturday Evening Post, Time 





Don’t forget the Conven- 
tion of the National Asso- 
ciation of Life Underwriters 
at Des Moines, Iowa, week 
of September 16th. 











Frederick H. Ecker, President 
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Credit Funds in 
Large Amounts 





Life Companies Are Ready to Do 
Their Part in Financing 
American Business 


WORK FOR SOME UPTURN 


Need for Care in Making Comparisons 
on Rate of Interest Being 
Earned 


By RALPH E. RICHMAN 


HARTFORD, Aug. 1—The basis 
for optimism found among life com- 
pany investment officials that the turn 
of interest rates upward may come at 
any time and that when it does come, 
it will proceed rapidly, is due to the 
enormous accumulation of work to be 
done alongside unprecedented credit 
funds available for use. At the hearing 
on the utilities holding company bill in 
Washington, the life companies indi- 
cated that they were ready to lend from 
half to three quarters of a billion dollars 
to the utilities companies for making 
improvements, which the utility com- 
panies were ready to undertake once 
they felt themselves in a secure posi- 
tion. This was cited as merely one evi- 
dence of funds and possible users being 


able to get together when the favorable 
moment arrives. 


Comparisons Wrongly Made 


_ The agent who compares the rate of 
interest earnings on net mean invested 
assets of companies has no warrant to 
draw hard and fast conclusions unless 
e knows details about company invest- 
ent policies, bookkeeping methods and 
Specific treatment of interest and capital 
amg Over a long period of time, the 
are figures undoubtedly disclose trends 
™ give warrant for general conclusions 
, Comparisons extending over short 
ttiods may be so wrong as to be 
udicrous, 

Soe company at the beginning of the 
Pheri may have started on a con- 
ne basis to wipe out unpaid in- 
wy Thus a gradual change in in- 
rate would be shown. Another 
* three may have gone along for two 
oP ac years hoping for a change and 
Stents Wiping out of expected 
yn s. Perse a decision is made 
bmount ‘ke and unpaid interest in large 
at € wiped out at once. The 
is an abnormal decrease in the 
€st rate shown in one year when 


actually the differe 
nc 
bver the li e has been gradual 


Must Know Investment Policy 


ae too one would have to know the 
if the ne current investment policy 
nee ene Some companies may 

Ciosen to accumulate funds over 


© Period of a year. Another company 


















































New England Mutual Is Not 


to Change Surrender Basis 





WORD OF PRESIDENT SMITH 





Gives Current Picture of the Company 
at Chicago Dinner of H. G. 
Swanson Agency 





Those attending the dinner in Chicago 
celebrating the victory of the G. 
Swanson agency of the New England 
Mutual Life in the June policyholders’ 
month contest greeted with cheers the 
statement of President George W. 
Smith that there is no intention on the 
part of the management of changing 
the company’s surrender charge basis. 
The fact that the New England Mutual 
allows full reserve as surrender value 
in the third year is a big talking point 
for the New England agents. Naturally, 
due to the tendency to increase surren- 
der charges, there has been interest in 
what the New England Mutual might 
be planning and the agents greeted Mr. 
Smith’s statement enthusiastically. 

Mr. Smith said the New England Mu- 
tual Life was the first company to give 
the full reserve as the surrender value 
after the Armstrong investigation in 
1907. The management was warned 
that this would make the New England 
Mutual a target because policyholders, 
who were insured in more than one 
company, and were forced to surrender 
part of their insurance, would draw 
from the New England Mutual because 
there would be no penalty. That, Mr. 
Smith said, was a case of the theory 
being stronger than the facts. In the 
last 27 years, he declared, surrenders 
of the New England Mutual have been 
the lowest or the second or third from 
the lowest in every year. That he at- 
tributed to the confidence of the policy- 
holders in the company and the loyalty 
of the agents. 


Analyzes the Figures 


Mr. Smith’s analysis of the mid-year 
standing of the New England Mutual 
caused the agents actually to gasp. Al- 
though new business for the first six 
months of this year was about the same 
as for the same period last year, the 
insurance in force of the New England 
Mutual stands higher than ever before, 
being in excess of $1,307,000,000. The 
new premium receipts for the first six 
months of this year were $4,800,000 as 
compared with $3,400,000 during the 
same period last year, and an average 
of $2,200,000 for the four years of 1930- 
33 inclusive. Incidentally he said the 
new premiums are accounted for by 
good healthy life insurance. He ex- 
pressed decided coolness towards an- 
nuities. 

Total receipts for the first six months 
of this year were $42,000,000 as com- 
pared with $34,000,000 during the first 
six months of 1934. There was an in- 
crease in disbursements, due, among 
other things to the higher commissions 
on new business, but mortality is 10 
points below last year. In this connec- 
tion he said the New England Mutual is 
now realizing the benefit of a uniform 
underwriting policy of the last 10 years 
and he predicted that the ratio should 





may have the regular policy of keeping 
(CONTINUED ON PAGE 16) 






Propose Managers’ Section 
for National Association 





TO RECOGNIZE LOCAL GROUPS 





Special Committee Agrees on Report 
to Be Submitted in Des Moines— 
A. C. L. U. Directing Board Meets 





BOSTON, Aug. 1—A recommenda- 
tion that the National Association of 
Life Underwriters create a general 
agents and managers section to be com- 
posed of representatives from general 
agents and managers local associations 
throughout the country, thus giving 
them active participation in National 
association affairs, will be made to the 
Des Moines convention of the National 
association next fall by the special com- 
mittee of that body which held a con- 
ference Saturday and Sunday at Bald 
Peak Old Colony Club, Melvin Village, 
N. H. 


To Work Out Representation Basis 


Representatives of the Life Insurance 
Sales Research Bureau and the National 
association will be called upon to help 
establish a basis for organization and 
representation. It is proposed that each 
local association of managers or gen- 
eral agents elect representatives to the 
general agents and managers section, 
which wili also include representation 
from the Sales Research Bureau and 
the National association. . 

The National association special com- 
mittee included Paul F. Clark, Boston, 
chairman; Julian S. Myrick, New York 
City; H. K. Schoch, Detroit; John A. 
Stevenson, Philadelphia; John M. Hol- 
combe, Sales Research Bureau, and 
Roger B. Hull, managing director Na- 
tional association. O. Sam Cummings 
of Dallas and Holgar J. Johnson of 
Pittsburgh are also members of the 
committee, but were unable to be pres- 
ent. 

Cc. L. U. Committee Meets 


The executive committee of the 
American College of Life Underwriters 
also held a meeting at Bald Peak Old 
Colony Club with President S. S. Hueb- 
ner as chairman. Certain revisions of 
the rules of the college were discussed 
and will later be presented to the di- 
rectors for action. President Huebner 
reported 817 took the recent C. L. U. 
examinations, the largest number in the 
eight years’ history of the college. The 
committee has some 2,700 applications 
on hand for one or more divisions of 
the C. L. U. course. 

Those present were Julian S. Myrick, 
New York; Franklin W. Ganse, Bos- 
ton; Paul F. Clark, Boston; John Mar- 
shall Holcombe, Jr., Hartford; W. M. 
Duff, Pittsburgh, Pa.; Dr. David Mc- 
Cahan, Philadelphia; Arthur M. Spald- 
ing, New York City, and President 
Huebner. Ernest J. Clark, the remain- 
ing member of the committee, is absent 
in Europe. 








the improvement in mortality, he said, 
is the reduction in suicide. Normally 
the suicide ratio is about 4 percent 
whereas during the worst of the de- 
pression it reached 15 percent. Now, 


Salaried Agent Is 
Not Yet Practical 


General Lack of Proper Train- 
ing and Supervision Is Chief 
Handicap 


RESEARCH BUREAU’S VIEW 


Tradeways, Inc., of New York Develops 
Interesting Selling Slants. in 
Field Survey 


NEW YORK, Aug. 1.—Although the 
continued excessive difficulty of recruit- 
ing and directing the right kind of new 
agents has focussed much attention on 
the desirability of paying salaries rather 
than commissions to such men so as to 
guarantee their earnings and provide a 
lever for strict control, the admitted 
absence of a training plan that will 
make success reasonably certain is a 
serious, and, for the time being, an in- 
surmountable barrier to general adop- 
tion of the salary idea. 

The seriousness of the lack of an ade- 
quate training course as an obstacle in 
any salary plan is stated frankly in the 
current “Manager's Magazine,’ pub- 
lished by the Life Insurance Sales Re- 
search Bureau, when it says that pay- 
ing salaries “would not solve our re- 
cruiting problem unless and until we 
learn how to make the job the rea! op- 
portunity that we now pretend it is. 
. . . It is not an opportunity unless 
there is a plan for training and early 
supervision, tested by experience, which 
makes reasonably certain that a well 
qualified man will succeed. 


Finds Time Not Ripe 


“The only reason we don’t dare offer 
salaries to new agents is that few man- 
agers have such a plan; they don’t know 
what to teach the new agent to do and 
they don’t know how to direct his ef- 
forts so as to assure success to care- 
fully selected men. The life insurance 
business cannot afford to put a salary 
plan into effect generally until managers 
are far more competent in this direction 
than they are now.” 

This is a blistering but by no means 
empty indictment of the business as it 
is now run. This most obvious flaw in 
the typical sales training plan compared 
with advanced methods of merchandis- 
ing in other fields is that while it is 
put together by able and even brilliant 
persons, almost none of it is based on 
exact, first-hand observation of sales in 
the process of being made. To deter- 
mine the practicability of devising a 
training course for life insurance, based 
strictly on the selling experience of bet- 
ter men in the field, THE NATIONAL 
UNDERWRITER consulted Tradeways, Inc., 
of New York, the principal organiza- 
tion specializing in this type of re- 
search. 

The Trade-Ways plan is based on 
finding out in the field what actually. 








not exceed 55 percent for the next few 
years. One of the important causes in 
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Cost Accounting in Agencies Is New Factor 


Being Regarded As Important 


About three years ago one of the 
leading younger general agents who 
had been im business only a few 
years and had made steady, large 
growth with great satisfaction to his 
company, was bent upon doubling his 
office space, putting on an intensive 
agents’ recruiting and training program 
and going after volume of business in 
a big way. He is now convinced that 
to have done so probably would have 
ruined him as a general agent. He 
would have gone broke. He was dis- 
suaded from his ambitious volume cam- 
paign by the staff of the Life Insurance 
Sales Research Bureau, which analyzed 
his agency finances, demonstrating with 
facts and figures that his agency prob- 
ably could not stand the expansion. 

On the other hand, there are many 
agencies throughout the country which 
are dying from dry rot, with general 
agents who have little or no idea of 
cost accounting, or whether they are 
operating within their allowable maxi- 
mum, and in fact really are operating 
year after year at a heavy loss, for 
they are using up their equities. 


New Pamphlet Sums Up 
Five Years’ Research 


Some place between the two extremes 
is a happy medium, the methods for at- 
tainment of which have been set down 
by the Research Bureau in a new 
pamphlet entitled “Measuring Agency 
Profits,” which is now being distrib- 
uted. This is a summation of five years’ 
intensive research by the bureau. One 
of the most important points made is 
that volume is one of the false gods of 
the life insurance business. It is not 
only a faulty standard, but it leads gen- 
eral agents and managers to extrava- 
gances that get them into trouble. There 
is temptation to set up large overhead 
justifiable only by a large business in- 
crease which seems certain to come; 
cost and quality considerations slip into 
the background. The agency head feels 
all other matters automatically will take 
care of themselves if sufficient increase 
is made in volume. 

The Research Bureau’s studies of 
agency management in the last five 
years indicate the factors that lead in- 
evitably to wrecking of an agency. 
These studies indicate that very fre- 
quently the spectacular agency that 
seems to be very successful may be 
treading on thin ice. The rise and fall 
of a number of agencies which chal- 
lenged the attention of life insurance 
men in the past point up the rule. 


Correct Principles Known 
by Few Agency Heads 


Cost accounting in life agency man- 
agement is very new. Only compara- 
tively few general agents and managers 
know the correct principles and follow 
them; know beyond doubt where they 
are going. Most agency heads are 
salesmen. They rest secure in the be- 
lief that if: their check books show 
greater deposits than withdrawals, they 
are making money. 

Business must be sold at reasonable 
cost or the purpose for which it is sold 
may be defeated, the Research Bureau 
brings out. If the general agent con- 
tinues to spend too much acquiring 
business, his insolvency is only a matter 
of time; if the company contributes too 
much to agency expenses it weakens 
its financial position and lessens its 
power to compete. The inevitable result 
is increased cost of insurance to the 


public and ultimately weakening of pres- 
tige. 

The general agent is in the same po- 
sition as the company; when he sells 
new insurance he creates potential fu- 
ture income, some of which must go for 





normal acquisition cost and renewal ex- 
pense, some invested in man-power and 
perhaps development of new territory. 
If he is to make a profit the expense 
must bear a proper relation to potential 
income from the business sold; it must 
be relative to the amount of potential 
future business which he may expect as 
a result of his outlay. 


Three Profit Factors 
Determine Net Income 


The general agent’s net income is de- 
termined by three profit factors: Gross 
income, acquisition cost (or first year 
expense) and maintenance cost (re- 
newal expense), which in turn are de- 
termined by other factors reflecting a 
general agent’s ability as sales manager 
and business man and the conditions 
under which he operates. Substantial 
general agency profits are due more to 
good persistency than any other single 
factor, and good persistency, the bu- 
reau points out, is due to good man- 
agement rather than territorial or lo- 
cal considerations. 

The amount of clerical salaries going 
to routine issuance of new policies is 
not burdensome unless the clerical or- 
ganization is poor or the average policy 
small. With the decided trend to 
smaller average policies during the de- 
pression the clerical cost per unit has 
risen sharply. Analysis shows agency 
costs in the last few years have in- 
creased very materially. At the 
same time, new business production has 
fallen off and the persistency figures 
have gone down and down in most 
agencies. Clerical cost of issuing a new 
policy usually runs $2 to $2.50, cost 
per thousand varying with the size of 
policy. 


Clerical Service Items 
Often Are Luxuries 


An important item in most agencies 
is the amount of clerical service to 
which agents have become accustomed, 
such as stenographic, assistance in pros- 
pecting, illustrations and comparisons. 
These are justified if they accomplish 
the purpose, which is to sell more busi- 
ness; if they fail to do so or results 
are out of line with costs, the services 
are very expensive luxuries, the Re- 
search Bureau comments. There is also 
maintenance of established men, includ- 
ing rents, clerical service and super- 
vision. This is a very pressing problem 
today when many agencies have not yet 
adjusted overhead to lower levels of pro- 
duction. The Research Bureau finds a 
reasonable cost of new business is prob- 
ably from 3 to 4 percent of new pre- 
miums, or 90 cents to $1.25 per thou- 
sand. This figure is broken up into 
three factors: Space per agent, cost per 
square foot, production per agent oc- 
cupying space. Rent reductions gener- 
ally can be looked to for only a small 
proportion of the saving that must be 


‘effected if an agency is operating un- 


profitably. An unprofitable rent cost 
per agent usually indicates many other 
high factors that must be reduced. 


Tendency to Jam Office 
with Agents Is Dangerous 


The Research Bureau finds many 
agency heads try to fill too many desks. 
Every general agent and manager must 
secure some conception of his own abil- 
ity in building and managing agencies 
and be content to operate within limi- 
tations. Pressure to recruit often pre- 
vents the agency head from selecting 
properly and causes him to neglect his 
old agents. 

It is generally found that where av- 
erage production per agent is low, 
supervision cost is high. High rent 
costs imply high costs elsewhere. Low 








production per agent implies poor se- 
lection and poor training, which cause 
high turnover, and this in turn creates 
need for intensive recruiting which is 
expensive, especially if measuring sticks 
other than new volume are applied. 

Probably many general agents and 
managers believe renewal expense js al- 
most wholly a matter of clerical effi- 
ciency, which is far from the truth, the 
bureau states. It is the agent who, by 
doing a proper selling job, sets the 
amount the general agent must pay to 
collect his business. Four factors de- 
termine renewal expense ratio: Cost per 
collection, collection frequency, average 
policy and average premium per thou- 
sand. High lapse and low pay policy- 
holders tend to increase costs, for the 
cost per item collected also includes 
cost of unsuccessful attempts to collect 
and amount of work done to induce 
policyholders to pay. 


General Agent’s Expense 
Affected by Producers 


Agents affect their general agency ex- 
pense ratio by doing a poor selling job, 
by calling on the wrong type of pros- 
pects, such as those in lower income 
groups who must buy in small amounts 
and make small payments. The general 
agents operating in territories predomi- 
nating in such prospects must acquire 
business economically, reduce cost per 
collection by improving clerical effi- 
ciency and simplifying office procedure, 
study performance of individual agents 
and correct their methods or perhaps 
cancel their contracts. Where the pre- 
mium per policy is large, cost per pol- 
icy also can be large and still give a 
favorable ratio. The four renewal ex- 
pense factors must be balanced. If one 
is unfavorable, it must be offset or com- 
pensated for elsewhere. 

Money received from reversions, the 
renewal commissions forfeited by agents 
who did not pay for stipulated volume 
or failed to retain their contracts for 
a minimum period, should be regarded 
not as income but as credits to cost of 
induction. Some of these come from 
faulty selection and failure of agents on 
whose business the general agent or 
company often may spend more than 
they will ever get back. 


Must Understand Difference 
Between Income and Profit 


The heart of agency cost accounting 
lies in clear understanding of the dif- 
ference between income and profit, the 
Research Bureau pamphlet states. To- 
tal earnings (or profit) is earned in- 
come plus new equity created, and is 
found by subtracting vested income 
from total net income and adding a fair 
estimate of the present value of new 
equity created. Total net income is the 
total net cash remaining after paying 
all agency expenses, including bad debts 
or agents’ advances charged off new 
loans or advances not being regarded 
as expense, nor repayment regarded as 
income, but as debits and credits tu ac- 
counts receivable. 

Vested income is the portion of total 
net income represented by general 
agents’ vested renewals, hence cannot 
be regarded as having been earned in 
the year in which received. Earned 
income is the amount by which total 
net income exceeds vested income. It 
is non-vested income less agency ex- 
pense, or the margin of expense allow- 
ance, collection fees and miscellaneous 
items over the cost of running the 
agency. New equity created is the pres- 
ent value of future vested renewais on 
new business paid for during the pe- 
riod. Every normal agency usually 
passes from a condition of profit being 
greater. than income to one where the 





two factors are approximately equal 
and possibly eventually to a point wher 
income is greater than profit. It be. 
comes increasingly difficult to creat 
new equity in excess of vested incom 
and the agency becomes stabilized at , 
level determined by the general agent; 
ability and territory. 


Many Agencies Are Now 
Found in Third Stage 


Many agencies today temporarily ar 
in the third stage. If they can increay 
production, reduce expense and make 
operations generally more efficient, they 
may be able to return to the second o 
perhaps the first stage for a time. 

The general agent’s books shoul 
show under first year income: Over. 
riding, personal commissions, expense 
allowance, single premiums—overriding 
single premiums—personal, and miscel- 
laneous; and under renewal income: 
overriding—life, overriding—a nn uity, 
collection fee, personal renewals, rever. 
sions, expense allowance, if any, and 
miscellaneous. It is desirable to havea 
monthly income statement showing in- 
come and expense for the month and 
either year to date or running total for 
the last 12 months. 

As regards procedure, the purpose i 
to find profit and expense factors, get 
unit costs on a comparable basi, de 
termine income and profit and study 
any other points which circumstances 
require, show reasons for any defects in 
operation of the agency and thus inti- 
cate a remedy, give the general agent 
more thorough knowledge of his agency 
and better understanding of principles 
of profitable agency operation. 


Continuous Analysis of 
Cost Factors Vital 


The function being to care for ol 
business and produce new, it is neces 
sary for the general agent to study his 
business by dividing insurance in force, 
premium and number of policies into 
new and renewal, finding the factors for 
each; to divide expense and find new 
and renewal unit costs; to divide incom 
in the same way in order to find st 
income from old business and the i 
vestment in new business. It is usualy 
sufficient- to divide expense in tw 
classes, renewal and new, but new is 
ness expense represents two distiit 
functions, routine of issuing the pul) 
which is largely clerical, and agenq tt: 
velopment, which in some cases siiil 
be segregated, giving three class: 
agency expense. In the properly 
agency, each expense item is allocat 
to one of the two or three classes, # 
the case may be, some of the items 
ing broken down on a percentage %58 
depending on experience of the agen): 

Most of the cost accounting stu) 
has been conducted by L. S. Morrisot 
President M. A. Linton of the Pro 
dent Mutual Life fathered the ide 
Mr. Morrison for many years wes an 
engineer and is familiar with cost * 
counting methods in the business wo! 

Mr. Morrison secured his engineerili 
education at Yale. He was a mitt 
engineer for a number of years, tht! 
made a special study of cost accounting 
Later he was assistant cashier of 4 - 
fornia bank for some time. He has a 
connected with the Research 7 
since May, 1928. His agency © 
studies and conclusions are consider 
of great value in the business. 





Sues on Contract Termination 


F. G. Pierce has entered suit in Phil 
delphia against the Connecticut Gar 
Life for termination of his se, 
agency contract last year. He ee 
general agent there for the Trave efs. 
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City Property Is 
in Demand Today 


Life Companies Confident of 
Ability to Liquidate Holdings 
at Profit 


RENT SITUATION VIEWED 


See Existing Buildings Benefited Rather 
Than New Ones Started—Hotel 
Situation Still Bad 


NEW YORK, Aug. 1.—Improvement 
in city real estate has progressed far 
enough so that it already appears cer- 
tain that life companies will be able, as 
they were following past depressions, to 
liquidate their existing holdings at a 
profit, even including interest from the 
day of default. 

Many apartment building operators 
are planning on a 10 percent increase in 
rents in the fall. Occupancies are al- 
ready markedly better with rentals run- 
ning from $2.50 to $5 a month higher. 
There is a decided scarcity of smaller 
apartments at moderate rents in New 
York City. 

Realtors Anticipate Boom 


Because of the complete paralysis of 
the building industry since 1929, real 
estate men hope for a big jump in rent 
levels and real estate values as soon as 
there has been sufficient general recov- 
ety to permit families which have been 
“doubling up” to branch out and have 
their own homes once more. The con- 
tinued high cost of labor and building 
materials makes it likely that the in- 
creased demand will benefit existing 
buildings rather than result in a wave 
of new building. 

An upward trend in rents would help 
the sale of real estate decidedly. Al- 
though there have been some bargains 
for sale for those that sought them, for 
the most part it has been cheaper for 
the average householder to rent than to 
buy, for there were likewise bargains in 
the renting field. With rents jumping 
and real estate prices threatening to do 
the same, many renters who could well 
afford to buy will probably do so, 
thereby causing still more activity and 
higher prices in real estate sales. 

)f the various types of city properties 
which the life companies have had to 
take over, hotels are the most trouble- 
Some, particularly in New York City, 
which is still overbuilt as regards hotels. 
The newer hostelries have cut in dras- 
tically on the business of the older 
houses, even thoxgh the latter are com- 
fortable and serviceable in every way. 
Staffs must be kept adequate and equip- 
ment in good shape whether there is 
enough business to warrant it or not. 
One hope of the hotels, most of which 
ave ground floon stores, is that these 
Shops will shortly be doing enough busi- 


hice to result in greater occupancy and 
igher rentals, 








Eureka-Maryland Convention 


yutading producers of the Eureka- 
—— Assurance will meet in Balti- 
ea August 10 for the home office 
wae The convention itself will 
wit erred to Annapolis where there 

€ much sight seeting. A feature 


will be an $. 
ocean tri 
steamer. p on a chartered 









Starts New Dallas Company 


Tom French h i 
as resi 
of the Dallas cs gned as manager 


is citv agency of the Gulf 
Gates Security Life and has started the 
ardian Mutual Life of that city. 


Program for the Managers 
Section Meeting Announced 


WHATLEY IS TO BE FEATURED 





Other Speakers at Des Moines Are 
Frank Davis, Paul Clark, L. S. Broad- 
dus and C. J. Zimmerman 





DETROIT, Aug. 1.—The tentative 
program for the general agents’ and 
managers’ section of the National As- 
sociation of Life Underwriters conven- 
tion in Des Moines Sept. 17 is an- 
nounced by George E. Lackey, general 
agent Massachusetts Mutual in Detroit, 
and chairman of the program commit- 
tee. 

Holgar J. Johnson of Pittsburgh, gen- 
eral chairman, will preside at the morn- 
ing session, opening at 9:30, giving the 
opening remarks and announcements. S. 
T. Whatley, vice-president Aetna Life 
and chairman for 1936 Life Insurance 
Week, will talk on plans for that week. 
Paul F. Clark, general agent John Han- 
cock in Boston, and president National 
C. L. U. chapter, will discuss “The C. 
L. U. from the General Agents’ Point 
of View.” 

Charles J. Zimmerman, general agent 
Connecticut Mutual in Newark, will talk 
on “Building Agency Prestige” and 
Lynn S. Broaddus, Chicago manager 
Acacia Mutual, on “Merchandising Life 
Insurance Under Present Day Condi- 
tions.” Herbert A. Hedges, general 
agent Equitable Life of Iowa in Kansas 
City, will close the session with an ad- 
dress on “What We Do to Keep Our 
Agents in Production.” 

Mr. Lackey will preside at the after- 
noon session, convening at 2:30. T. M. 
Riehle, New York, president National 
association, will discuss “The Declara- 
tion of Guiding Principles—Its Plans 
and Purposes,” after which six out- 





Thought Policy Lapsed 
12 Years Ago, Gets $228 





The ‘Ohio State Life through 
its Pittsburgh manager, A. E. De- 
millio, a few days ago handed 
Dorsey E. Thompson a check for 
$228, the proceeds of a 20-year en- 
dowment policy which he thought 
had lapsed 12 years ago. The com- 
pany’s search for Mr. Thompson 
lasted more than four months and 
extended into six states. He pur- 
chased the policy from the Cleve- 
land agency in 1915. Later he 
moved to Oklahoma and the last 
premium was received Aug. 15, 
1923. Then all trace of him was 
lost. At the end of the 20-year 
period, Feb. 15, 1935, the pure en- 
dowment to the credit of the pol- 
icy amounted to $228. For the 
last three years Mr. Thompson 
has been without steady employ- 
ment and was looking for a job 
when the check was turned over 
to him. 














standing general agents, to be selected 
largely from the committee serving 
with Mr. Riehle and from signatory 
companies, will give five-minute talks 
on “Will We Interpret in Spirit and 
Action the Declaration of Guiding Prin- 
ciples?” 

Frank H. Davis, vice-president Penn 
Mutual and chairman of a special com- 
mittee of the Life Agency Officers As- 
sociation, will close the session with 
“The Companies’ Interpretation of the 
Declaration of Guiding Principles.” 

Mr. Whatley will also appear before 
the convention proper to tell the plans 
for 1936 Life Insurance Week, accord- 
ing to A. E. Patterson of Chicago, pro- 
gram chairman. 











A Father’s 


and indigent seamen. 


foundation for the insuring. 


- 


Independence Square 





One of our New York representatives tells us about 
the initiative shown by a father when causing his son to be 
insured. The son is of student age and of brilliant mind. 
The father requested the Agent to sit down with the boy 
and explain simply, clearly, fully, the essential provisions 
of the contract, and to endeavor to impress the youth with 
the financial necessities of elder life and what his insurance 
fund would do to meet them. This was done, and then 
the father took a hand. He is a trustee of a home for aged 
To that place he took his boy, to 
give him a visual demonstration, vivid and poignant, of 
what happens to old men who in their youth made no 
provision for their years of age. 


And the Agent suggested that it might be, probably 
would be, valuable practice for any father to supply a 
similar follow-up, or even by similar means to lay the 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. A. LAW, President 


Follow-Up 


Philadelphia 

















Life People Seek 
to Raise Sights 


Some Salesmen Are Pushing the 
Low Priced Policies Too 
Strongly 


INCOME IS NOW REDUCED 


Attempt Is Being Made to Get Agents 
to Sell the More Substan- 
tial Forms 


Some life companies are confronted 
with a condition in production that 
came through the process of attempting 
to adapt sales to conditions during the 
depression years. When the financial 
storm struck the country people began 
to borrow on their life insurance, cash 
it in, drop it, until the results were most 
discouraging. The companies. then 
began to cast about, seeking policies 
that might be attractive. Hence dif- 
ferent forms of policies were brought 
out on a low premium basis usually 
with some combination of term insur- 
ance, at least during the earlier years. 
This threw on the market, therefore, 
what came to be known as low rated 
policies. They were thoroughly sound 
and actuarially scientific but the pre- 
mium was less than formerly, especially 
during the earlier years. 


Forced to Adopt Program 


The field generals were literally 
forced into this sort of a program and 
unless some adaptation had been made, 
far less life insurance would have been 
sold. People who could purchase in- 
surance were attracted to this form be- 
cause it meant a smaller outlay than 
usual for the first few years. These 
policy forms were devised largely for 
emergency purposes. Now some gen- 
eral agents find that their salesmen 
have acquired the habit of selling these 
lower priced policies and therefore a 
considerable percentage of the volume 
produced is in the low rate class. The 
constant arguments used by the men 
have become crystallized in their minds 
and they find it difficult to talk the 
higher priced forms. 


Agents Not Getting Income 


Therefore companies find that they 
have on their books a lot of the lower 
rated insurance and the agents, even 
if producing the same amount in volume 
as in the halcyon years, are not making 
nearly as much money because of the 
type of coverage sold. Annuities came 
in as a sort of life saver during a time 
when it was difficult to interest peo- 
ple in straight life insurance. The pub- 
lic mind was fixed very definitely on 
security and the annuities of first-class 
companies made a strong appeal. There- 
fore agents saw that this was the line 
of least resistance. The companies 
overwhelmed with annuities and invest- 
ment forms had to run to shelter. Now 
that annuities are being soft pedaled, 
some agents are again talking low rated 
insurance more than ever. 


Trying to Switch Sales 


General agents are endeavoring to do 
all they can to switch production over 
to the ordinary life or even higher 
priced policies. They find it is an ex- 
tremely difficult task. Agents, how- 
ever, who appreciate the fact that by 
doing the same amount of work they 
might sell higher priced insurance are 
making a stiff drive for the upper 
brackets. They realize that the vast 
majority of policies that are sold these 
days are small in denomination. If 
therefore they expect to achieve a siz- 





(CONTINUED ON PAGE 16) 
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Name Receiver for Federal 
Union But Fight Goes On 





DEPARTMENT IS TO APPEAL 
Superintendent Bowen of Ohio Refuses 
to Act as Co-Receiver and Challenges 
Federal Court Jurisdiction 





CINCINNATI, Aug. 1—Ruling that 
the federal court had jurisdiction in the 
case, Judge Nevin of the United Siates 
district court in Cincinnati appointed 
L. J. Huwe, former collector of _in- 
ternal revenue, coreceiver for the red- 
eral Union Life of Cincinnati. The at- 
torney general's office had questioned 
the jurisdiction of the court. Another 
receiver was to have been selected by 
Insurance Superintendent Bowen, but 
Mr. Bowen announced Wednesday he is 
refusing to act in that capacity and an 
appeal will be taken to the U. S. Su- 
preme Court on the question of jurisdic- 
tion. The receivers were to have de- 
cided whether to accept the proposal of 
the Life Insurance Company of Amer- 
ica, Columbus, O., formerly the A. I. 
U., Inc., to reinsure the Federal Union 
business. Features of this proposal 
were outlined previously in THE Na- 
TIONAL UNDERWRITER, i 

Had Mr. Bowen accepted appoint- 
ment as co-receiver it would have pre- 
vented the department from appealing 
Judge Nevin’s action and his holding 
that he had jurisdiction. Judge Nevin 
will probably defend his action on the 
ground the department was so dilatory 
he acted in the best interests of policy- 
holders. 

Follows Lengthy Litigation 


Appointment of a receiver followed 
a period of much litigation which began 
last October with the filing of a suit by 
J. S. Williams, Indianapolis  policy- 
holder, asking for the appointment of a 
receiver and an injunction to restrain 
the department from interfering in the 
affairs of the company. A temporary 
injunction was granted which has been 
continued from time to time. 

Company Knew of Action 


It now appears that when the com- 
plainant secured the temporary restrain- 
ing order, it was necessary for him to 
secure a bond, the surety company re- 
quiring signatories to agree to save it 
harmless from any loss by virtue of the 
bond. The signatories were Federal 
Union directors and Judge C. C. Wil- 
liams, president of the company. The 
receivership action was _ therefore 
brought with the knowledge of the com- 

any. 

c Mr. Huwe’s bond was fixed at $50,000. 
The court appointed the firm of Pogue, 
Hoffheimer & Pogue, Cincinnati, to act 
as attorneys for the receivers. 

The Life of America was represented 
at the hearing by Judge C. S. Younger, 
president and general counsel, and Her- 
bert G. Shimp of Chicago, president of 
the American Conservation Company, 
the principal factor in the company, 
who discussed the reinsurance proposal. 

A representative of the American 
Citizens Life, Columbus, was present. 


That company will probably submit a] 


reinsurance proposal. 


Cluff Sed New Book 


Walter Cluff, director of the educa- 
tional department of the Kansas City Life, 
has put out a new booklet entitled “The 
Sales Monitor.” It is prepared for be- 
ginners in the iife insurance business 
and especially the agents of his own 
company. Mr. Cluff suggests that a be- 
ginner commit to memory the first 21 
pages of the booklet and by so doing if 
he will interview five people a day Mr. 
Cluff is sure he will make a living sell- 
ing insurance. The sales talks given in 
the book have been used with success 
by Kansas City Life agents. They are 
assembled, whipped in shape and pre- 
sented for practical use. 








Editors Lending Support 


Daily Newspapers’ Response to “L. P. L.” Annual Tabulation 


of Death Claims Is 


Great Boost to Life Insurance 





Wide-spread publicity was given the! “Journal.” “This tremendous sum meant 


Life Payments Number of THe Na- 
TIONAL UNDERWRITER by newspapers in 
all sections of the country, the majority 
publishing much longer articles. than 
ever before. In addition to the general 
comment which followed along the line 
of that published in the Life Payments 
Number, many special editorials were 
written on the subject. Some of the 
editorial comment follows: 

“The fact that the life and other in- 
surance companies have weathered the 


depression speaks volumes for the 
worth of such enterprises,’ said the 
Susquehanna, Pa., “Transcript” after 


commenting on the payments. “Death 
can have no real terrors for the man 
who has lived a useful, decent life, and 
in his last hours has the consolation of 
knowing that life insurance will prevent 
poverty coming in the door as he is car- 
ried out.” 
* * x 

“The last five years, as everyone re- 
alizes, have been trying ones for most 
of us, and it is generally known that 
had it not been for the foresight and 
thrift of those many persons who are no 
longer among the living but who took 
steps by insuring themselves to provide 
for their families while yet alive, thou- 
sands of their relatives would probably 
now be on the relief rolls,’ said the 
Plattsburgh, N. Y. “Republican.” 

“Life insurance offers us a convenient 
method of providing for a ‘rainy day’ 
that usually comes in the lifetime of the 
average individual, and even if it does 
not, it is comforting to know that you 
are protected and that your dependents 
would be left sufficient funds to provide 
them the necessities of life in event 
that their regular means of support is 
suddenly cut off. 

“Tt is foolhardy to let the future take 
care of itself where your own family 
is involved, and any head of a family 
would be recreant to his responsibilities 
if he did not insure his life in these 
times when sudden death is so common, 
what with diseases, auto accidents and 
other kinds of accidents causing thou- 
sands of untimely deaths every year. 

“Does insurance pay? And how!” 

* * * 


“In five depression years the nation’s 
insurance firms have paid out 15 bil- 
lions,” comments the Brownsville, Pa., 
“Telegraph.” “Still, despite the pay- 
ments and the drains of the depression, 
these same companies showed an _ in- 
crease in total assets of more than $3,- 
300,000,000. 

“What does that mean? It means 
that more Americans are appreciating 
and utilizing the benefits of life insur- 
ance. It means more life insurance is 
being sold to more people every year. 
It means that, so long as the American 
people are still able to divert some of 
their earnings to this kind of protection 
against the future, our society remains 
in pretty substantial shape.” 

* * * 


“Annual statistics of the life insurance 
business are cumulative evidence of its 
importance,” writes the editor of the 
Spartansburg, S. C., “Journal.” “The 
people of no other country have invested 
in life insurance policies as have those 
of the United States and no other peo- 
ple know, as do ours, that a_ policy 
maintained is a bulwark against want 
and distress. Horace Greely once said 
to youth: ‘Go west, young man, go 
west.’ Were he living today his advice 
probably would be ‘Get a job, buy life 
insurance and stay at home’.” 

* * * 


“The story of what life insurance 
meant to the people of Michigan in 
1934 provides a splendid illustration of 
how valuable an economic asset insur- 





ance provides,” opines the Flint, Mich., 





personal security to hundreds of persons 
in addition to what it meant in its lump 
sum to the state. What is true of 
Michigan in the value of insurance is 
just as true of the whole United States 
and Canada. The bulk of these pay- 
ments were in moderate sums. Most 
of the payments go into the hands of 
persons directly dependent on the prin- 
cipal they receive to enable them to 
continue to live in their homes or for 
elderly people to retire. 

“In these days when so much atten- 
tion is being given to providing social 
security through government channels, 
the value of the social security which 
individuals have built for themselves 
through careful saving and investment 
in life insurance should not be over- 
looked or underrated.” 

* *K * 

“More than $120,000 was distributed 
by life insurance companies to Dyers- 
burg policyholders and beneficiaries in 
1934,” notes the Dyersburg, Tenn., 
“Gazette.” “Approximately two-thirds 
of the amount was limited to about one 
dozen cases. It might seem that the 
distribution was not general. However, 
like all large policyholders, many of 
them left obligations that the life insur- 
ance liquidated resulting in a broad dis- 
tribution. No doubt a large percentage 
of the city profited. Life insurance is a 
business proposition.” 

* kK x 

“This proves conclusively that life in- 
surance is on the up and up and that 
it affords to the business or profes- 
sional man or the industrialist, the high- 
est type of protection for his estate or 
for his dependent,” comments the Mon- 
essen, Pa., “Independent.” “Life insur- 
ance has also become an investment. 
During the depression life insurances 
saved many a business from insolvency, 
as it was possible to borrow a reason- 
able amount from the policy witlout 
impairing the principal sum. It is the 
safest and the best of all investments, 
and is bound to be looked forward to as 
the safest means of protecting estates 
as well as affording protection for loved 
ones, 

“The recent depression which brought 
the most trying times in the history of 
business in our country has, in reality, 
been the only great test ever given to 
life insurance companies. The very few 
that were even embarrassed by the 
heavy withdrawals is reason to feel that 
if they can stand the bombardment of 
the last five years, in the future they 
will be more safe, sound and secure. 
There should be a policy in every home, 
and no business man should take the 
risks of uncertainties of business with- 
out having ample life insurance protec- 
tion. From now on the banker will ask 
the individual, when applying for a loan, 
whether or not he carries ample life in- 
surance to protect his family and _ his 
business.” 

* *K * 

“If it is surmised in any quarter that 
these millions of policyholders are not 
concerned when it is proposed to enact 
legislation likely to destroy much of the 
holdings of these companies unneces- 
sarily and for mere political expediency,” 
says the Oneonta, N. Y., “Star,” “they 
are likely to experience a rude awaken- 
ing should the measures be adopted and 
the dire results threatened follow. When 
the holdings of savings banks and loan 
associations are also threatened some- 
thing akin to a tempest is certain to fol- 
low. It is to be hoped that the brain 
trusters will catch the significance of 
the figures made public by the ‘Under- 
writer’.” 

* * * 

“The life insurance payments helped 

some business concerns to keep going,” 
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Candidate for Trustee 
of National Associatioy 






































































CHARLES J. ZIMMERMAN 





Charles J. Zimmerman of Newark 
who is being advanced by several 0 
the leading life underwriters’ associ 
tions for election as a trustee of the Nz 
tional Association of Life Underwriters 
at the Des Moines meeting, is president 
of the Life Underwriters Association 
of Northern New Jersey. He is gener 
agent of the Connecticut Mutual Life 
and was formerly executive secretafy 
of the Life Underwriters Association 0! 
the City of New York. He has beet 
endorsed by the New York, Boston ani 
Newark associations. 

Mr. Zimmerman was a_ successiil 
nominee for trustee at the national cot 
vention last year, but at the last mo 
ment withdrew so that A. E. Patterson 
of Chicago, who had been defeated for 
vice-president, might become a trusttt 
and so be eligible for election as vite 
president this year. 

It has just been announced that Mr 
Zimmerman will give one of the a 
dresses during the meeting of the get 
eral agents and managers section at tit 
Des Moines convention. 

Mr. Zimmerman became general age 
for the Connecticut Mutual in 1931. Tht 
agency then was writing about $1,00l; 
600 in New Jersey. In 1932 the agent! 
wrote $2,300,000, went up to $3,000,0l) 
the next year and in 1934 was in tht 
$4,000,000 class. 








————— 


comments the Toledo, O., “Times 
“They helped many families to provitt 
a way ahead by setting up a cash fund 
to take the place of a lost producitg 
member, and the dollars brought il? 
the city went into many channels “ 
trade. : 
“Life insurance investments are li 
nishing the means for many families 
own homes or farms. Life insurantt 
premium payments are affording " 
many individuals the only means tht! 
have for saving or investing their fun 
“The names of those who leave inst" 
ance estates are usually synonymo® 
with business success and civic lea e! 
ship. The greatest financiers and “ 
ness men hold life insurance contra 
under the same terms as the. tl 
week saver with a little industrial ins” 
ance protection. That means it pal® 
“No good business man ane 
householder with any consideration 
the welfare of his dependents wo, 





think of overlooking life /,insurate 
proposes the Suffolk, Va., wir se 


ald.” “The administration’s = ae 
curity program will have the e er it 
quickening interest in this form ° ok 
vestment. Old age pensions an a 
insurance will spur on the young t0P 
(CONTINUED ON LAST PAGE) 
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Franklin Life’s Sales Clubs 
Hold Their Annual Meetings 


MERRIAM ANALYZES SUCCESS 
Vice-President Abels Answers Critics 
of Illinois Investment Laws— 
Jaqua and Holcombe Speak 





Sales clubs of the Franklin Life held 
enthusiastic annual gatherings, the 
$100,000 club meeting at the home office 
in Springfield, while the quarter and 
half million dollar clubs journeyed to 
Colorado Springs for their sessions. | 

Reporting on an interesting analysis 
of the roster of the agents’ clubs for 
the past ten years, President Henry M. 
Merriam said that although there may 
be various reasons why some agents 
remain in the business while others 
drop out, those who have stayed have 
been successful because they have built 
a firm foundation of life insurance 
knowledge and service habits which in- 
crease their efficiency and accentuate 
desire for achievement. 


Answers Investment Criticism 


Criticisms of the Illinois legal reserve 
life insurance investment requirements 
since passage of the investment law in 
1933 were held to be misdirected by 
Henry Abels, vice-president. Although 
there were a few companies that in- 
vested unwisely in certain types of se- 
curities under the old law, the invest- 
ment act of 1933 cured that defect en- 
tirely. The Illinois investment laws are 
now so strict that the danger of unwise 
investments by legal reserve life insur- 
ance companies, even with a careless 
investment management, is greatly min- 
imized. 

The selection of sound investments 
was discussed by Vice-president A. O. 
Merriam, who said there are certain 
fundamental industries furnishing basic 
materials and services which offer 
investments. Al- 
though business moves in cycles there 
are the same basic industries there were 
in 1929. Although the readjustment of 


: economic values is not yet complete, the 
Process is going on steadily and the 


ultimate solution is certain. 
Jaqua Urges New Prospecting 


_ Modification of the old rule determin- 
Ing prospects was advocated by A. R. 
aqua, associate editor “Diamond Life 


; Bulletins.” Need for insurance, ability 


to pass the medical examination and 
Pay premiums has been the common 
yard stick. It is no longer necessary 
for the agent to eliminate a prospect 
who probably cannot pass the doctor’s 
‘xamination. Many uninsurable people 
may prove to be purchasers of annui- 
= or special contracts developed by 
le companies for those desiring income 
as long as they live without any of the 
= features of the life insurance con- 
ct. “There is no longer any reason 
© regard a possible purchaser as not 
being in need of your services,” said 
a _. Everyone has one or more 
_ S for life insurance,” he said. “Al- 
pi the national income has been 
po reduced, the amount of life insur- 
po b> apy has remained approxi- 
ately th € same, so that proportion- 
be - amount invested in life insur- 
pa increased. Every man _ has 
i. nancial problem which can be 
a. olved by life insurance, so that 
Can or an Who has money to invest 

n profit by investigating the possibili- 


f 
es of legal reserve life 


TOs 

wae as well as school and college 

The basic service ife i 

“ " : Ss of life insurance 

“ysl by Mr. Jaqua. He urged 

he Pred to consider them carefully 

iter, tga with their present policy- 

“ape al ~ordine that they may benefit 

cordin - able life insurance uses, ac- 

cm © their needs. Changes in in- 
estates, business or financial 








Largest Purchasers of 
Life Insurance Listed 





Largest purchasers of insurance 
policies of $10,000 or more last 
month were bankers, brokers and 
real estate men, according to an 
analysis made by the Lincoln Na- 
tional Life of its large insurance 
purchasers. Lawyers and judges 
were second. Retail dealers were 
next, closely followed by students. 
Other occupations which were 
well represented in the large pol- 
icy class are: Mill and factory 
managers, editors and reporters, 
undertakers, florists, fruit grow- 
ers, gardeners and nursery men, 
osteopaths, bakery managers, com- 
mercial travelers and insurance 
agents, 











status must necessarily have constant 
supervision by a competent agent. 

Many business men seem slow to 
grasp the fact that the turn of business 
towards more prosperous levels is well 
on its way, declared John M. Holcombe, 
Jr., manager Sales Research Bureau. 
Rural and city incomes and the pur- 
chases of merchandise at retail stores 
have increased remarkably. Farm in- 
comes are now approaching the 1929-31 
level and are approximately twice what 
they were two years ago. Urban in- 
comes have recovered in about the same 
proportion. Life insurance has held its 
own though the market is far from be- 
ing saturated. The demand has stead- 
ily grown greater and the people know 
more about insurance today than ever 
before. Agents have fulfilled the pub- 
lic’s requirements far better and for 
more and better insurance information as 
new policies have been developed by 
the companies. The day of the cold 
canvass is passing and being replaced 
by'thorough preparation of the sale with 
information about the prospect before 
an interview is attempted. 


Young Outlines Service 


The service offered by the Franklin 
Life was outlined by Rollin Young, 
agency vice-president. He said the com- 
pany preferred to expand its agency 
organization by promoting members of 
the present sales force rather than ap- 
pointing new general agents from out- 
side. 

A discussion of sales technique was 
led by F. J. Budinger, Chicago general 
agent, and W. C. Peck, supervisor, sup- 
ported by General Agents G. A. Cow- 
den, Springfield, Mo., and W. J. Olive 
of Holland, Mich., and Supervisor W. 
J. McGee. Planned interviews not only 
save time in presenting life insurance 
to a prospect, but create in the pros- 
pect’s mind a strong desire to act. The 
old, unprepared interview with half- 
seen benefits and frequent friction was 
not effective in creating such a desire. 

Technical explanation of the issuance 
of new policies and the selection of 
risks was introduced by J. W. Jones, 
vice-president in charge. of new busi- 
ness. An inspirational talk on “Ability” 
was given by Secretary Will Taylor. 
The new life insurance annuity policy 
to be issued on the 20-pay basis was 
explained by Actuary F. R. Jordan. 

Vice-president Young introduced the 
new agency club officers: President 
Quarter Million Dollar Club, W. F. 
Langley; vice-president, Mrs. Gertrude 
Nelson. New members of the Quarter 
Million Club who qualified for the first 
time this year were W. L. Evans, W. 
F. Langley, Maurice Miller and R. E. 
Ryan.. The president of the Hundred 
Thousand Dollar Club is James Gol- 
steyn, and vice-president is S. J. Stone. 
Officers of both clubs win their offices 
by leadership in production of new bus- 
iness. Prizes were awarded for the 
highest percentage of renewal to W. J. 
Olive, Kenneth Hoskins, Mrs. Josie 
Gateley, E. H. Redlich, C. A. Kloppen- 
burg and S. J. Stone. 








FORGING AHEAD 


0. MAT Or’ ROR Ss 


6 tne following facts, attesting to NWNL's steady upward 
march and continued high standing, are based on the 
official reports made public each year by the Insurance 
Departments of the various states. Of necessity, therefore, 
this record embraces only those states which have so far 
(July 1, 1935) made public statistical abstracts covering 1934 business. 
In many other states records of equal or greater merit than those 
below will be disclosed upon publication of their official figures. Ordi- 
nary business only (i. e., excluding industrial insurance) has been 
considered in determining the rankings given, unless otherwise stated. 


In Minnesota—nNwNL ranked fourth among 
the 92 companies operating in the state in produc- 
tion of new ordinary business in 1934, and con- 
tinued to stand well up among the leaders in total 
insurance in force. During the past five years NWNL 
has moved up two places in the ranking of all com- 
panies operating in Minnesota, ranked according 
to production of new business. If companies writing 
industrial business are excluded, NwNL ranked 
second in production of new business in 1934. 


F In North Dakota— NwNL continued to rank 


first out of 56 companies in production of new busi- 
CT 


ness (including industrial business), a position it 
has held for many years. In premium income and 
insurance in force NWNL ranked second. 

In Michigan—nwNL ranked 11th (exclud- 

ing industrial companies) out of 62 companies in 

production of new business in 1934. During the 

past five years NWNL’s new business in Michi- 

gan has increased 42% as compared with a de- 

crease of 17% for all companies operating there- 

in, and its insurance in force has increased 33% 

as compared with a decrease of 20% for all com- 

panies. During the five-year period NWNL has 

moved up 16 places in the ranking of all com- 

panies operating in Michigan ranked by volume of new business, and 
has moved up 12 places ranked by insurance in force. 


In Nebraska—nNwNL ranked ninth (exclud- 
ing industrial companies) out of more than 100 
companies in production of new business in 
1934. NwNL'’s new production increased 16% 
over 1933 as compared with practically no gain 
in the total new business of all companies. 


In Wyoming—NwNL ranked fourth out of 46 
companies in production of new business, and 
eighth in insurance in force. NwNL's 1934 new 
business was more than two and one-half times its 
1933 total as compared with a gain of 24% for all 
companies in the state. 


In Ilinois—nwn1 increased its insurance in force by 
18% during 1934 as compared with a gain of approxi- 
mately 1% by all companies in that state. During the past 
five years NWNL has shown an increase of 71% in insur- 
ance in force as compared with a decrease of approxi- 
mately 7% in the state’s total, and has moved up 12 
places in ranking in this respect; NwNL has shown an in- 
crease of 44% in new business over this five-year period 
as compared with a decrease of approximately 10% in 
the state's total, and has moved up 14 places in ranking in this respect. 


In South Dakota—NwNL ranked eighth out 
of 62 companies in production of new business in 
1934, and seventh in insurance in force. With re- 
spect to new business, NwNL has, during the last 
five years, moved up four places in the ranking of 
all companies operating in the state. 


In Montana— nw ranked sixth out 
of 35 companies in production of new 
business. During the past five years NwNL 
has moved up four places in the ranking 
of all companies operating in Montana, 
ranked according to production of new 
business. 


In Missouri, Ohio, Oregon, and Washington— 


NwNL showed substantial improvement in ranking during the past 
five years, either with respect to production of new business or insur- 
ance in force, or both. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


0. J. ARNOLD, pazswext 
STRONG~— Minneapolis Minn. ~ LIBERAL 
Save the week of September 16th for the N. A. L. U. Convention at Des Moines 
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Bond Valuation Method Has 
Little Effect in New York 


MISSES EASTERN COMPANIES 

Hold Only Small Percentage of Mu- 

nicipals, Most of Which Are 
Amortized 





NEW YORK, Aug. 1.—The new 
standard of valuation for municipal 
bonds recently fixed by the commission- 
ers’ convention at its Seattle meeting 
will have little effect on municipal se- 
curities held by life companies operat- 
ing in New York State. 

The stipulation that municipal bonds 
not in default shall carry a market value 
representing the mean between the Dec. 
31, 1934, convention value and the July 
1, 1935, market value, would cut down 
the quotations on most bonds if market 
values were the criterion in New York 
State. 


Provides for Amortization 


However, the law provides that bonds 
not in default shall be carried on an 
amortized basis. While the market 
value appears in the schedules of se- 
curities owned, it is the amortized value 
which is used in computing a company’s 
admitted assets at the close of the year. 

On the other hand, as regards mu- 
nicipals in default, valuing them at ap- 
proximately the mean of Dec. 31, 1934, 
convention values and July 1, 1935, mar- 
ket values would mean little, as it is 
estimated that municipal bonds in de- 
fault held by companies here amount 
to only a small fraction of 1 percent of 
their municipal bonds. 

_ Holdings of life companies generally 
in state, county and municipal bonds at 
the close of last year were about 5 per- 





Entertainment Features 
at Des Moines Are Told 











The Des Moines convention commit- 
tee for the annual meeting of the Na- 
tional Association of Life Underwriters 
announces the entertainment program 
for the week. The main event will be 
the “Underwriters Frolic” at Riverview 
Park from 3:36 p. m. until midnight 
Sept. 19. Following a fried chicken 
dinner there will be boxing bouts, in- 
cluding a battle royal and two wrestling 
matches. One of the radio stations will 
present a barn dance frolic in the park 
theater and there will be dancing in the 
park pavilion with a well known or- 
chestra performing. The guests will 
enjoy all the rides and amusement de- 
vices at the park without charge. 

The president’s ball, the night of 
Sept. 18, will be staged in the ballroom 
of the Hotel Fort Des Moines, which is 
the convention headquarters, with two 
orchestras. 

Facilities of the Watkonda Country 
Club, Hyperion Field Club and the Golf 
and Country Club will be available at 
all times. 

The women attending the convention 
will be guests at a luncheon and bridge 
at Watkonda Country Club Sept. 17 and 
will be taken on an automobile sight 
seeing tour the following day. 

Walter St. John, general agent for the 
Equitable Life of Iowa, is chairman of 
the convention entertainment commit- 
tee, with J. A. Spargur, Bankers Life of 
Iowa, as vice-chairman. Sherry Fisher, 
Connecticut Mutual, is chairman in 
charge of golf. Arrangements for wom- 
en’s entertainment are in charge of Mrs. 
Jack Hilmes. 


. J. Kress, Iowa manager for Mid- 
west Life of Nebraska, has moved his 
headquarters from Audubon to 612 Royal 
Union building, Des Moines. He _for- 





cent of their total assets. 


merly was general agent for the Royal 
Union Life for 13 years at Audubon. 





Robert J. Maclellan 
President 
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LIFE AND ACCIDENT 
INSURANCE COMPANY 


CHATTANOOGA, TENNESSEE 


LIFE e ACCIDENT e HEALTH e AND 
GROUP INSURANCE 


22.6% Gain in Life Insurance 

production during first six 

months of 1935. 

$3,285,268.00 in Life Insurance 
in Force. 





Increase of 


W. C. Cartinhour 


Vice-Pres. and Sec. 


Bostonians Drop Dignity 
to Capture ’36 Convention 





PLANS FOR FIGHT LAUNCHED 

Twenty-three New -England Associa- 

tions to Be Represented at the 
Des Moines Meeting 





BOSTON, Aug. 1.—Boston, defeated 
last year in its endeavor to secure the 
annual convention of the National Asso- 
ciation of Life Underwriters, is not dis- 
mayed and will come back this year at 
Des Moines with the heaviest kind of 
backing. 

The drive for the 1936 convention for 
Boston started off at a luncheon. Virtu- 
ally all the companies in New England, 
every general agents association, and 
every one of the 23 local associations 
in the six states were represented and 
Paul F. Clark, former Nationa! asso- 
ciation president, conducted an enthu- 
siastic round table. 


Twenty-three New England Votes 


New England will send 23 associations 
with votes to Des Moines to cast their 
ballots for Boston. A number of other 
prominent city associations have prom- 
ised Boston their support. The Bos- 
tonians intend to send their best orators 
and campaigners to the convention. The 
president and all other officers of the 
Boston association, and National Com- 
mitteeman Charles C. Gilman, with Mr. 
Clark will go to Des Moines and plans 
for the financing of that part of the 
program has begun. 

Soon a campaign at the Boston office 
to line up the various associations to 
support the drive will start. 

Houston is the only active rival in 
sight today for the 1936 gathering. But 
Texas is under the handicap of the old 
Robertson law which drove so many 
of the life companies out of that state. 
However, the easterners are not over- 
looking the enthusiasm that can be 
raised in the Lone Star state and Texas 
has 20 votes, almost as many as all 
New England together. 

The Boston leaders now realize they 
must engage in real-political effort. 
Last year they made the mistake of 
thinking that the logic of the situation 
would put Boston across. But the Iowa 
strategists conducted an organized cam- 
paign and triumphed. 


Keider Takes West Coast 
Post for Guarantee Mutual 





The Guarantee Mutual Life has ap- 
pointed Dwight E. Keider of Pasadena 
manager for southern California. Mr. 
Keider, who has had 13 years life insur- 
ance experience has been manager for 
the Pacific Mutual Life at Pasadena for 
the past three years. He takes charge 
of the company’s branch office in the 
Foreman building at Los Angeles, and 
plans to establish several new general 
agencies in southern California. 

I, E. Drake. of Williamsburg, Ia., is 
appointed general agent for six eastern 
Iowa counties. His life insurance ex- 
perience covers 16 years. He was as- 
sistant superintendent of agents of the 
Springfield Life of Illinois, prior to its 





| Former Commissioner of 
Minnesota Gives Self Up 


— 











GUSTAF LINDQUIST 


Gustaf Lindquist, former insurance 
commissioner of Minnesota, who has 
been sought since last November for 
his alleged participation in a plot to 
gain control of the Abraham Lincoln 
Life of Springfield, Ill., with funds ab- 
stracted from the Amalgamated Trust 
& Savings Bank of Chicago, surren- 
dered this week in the criminal court 
in Chicago. Lindquist posted required 
bond of $2,500 and the case was as- 
signed for hearing Sept. 16. Lindquist 
refused to say where he had been since 
November. His attorney asserted he 
would prove Lindquist innocent. He 
said the assets of the Abraham Lincoln 
Life were intact and no crime had been 
committed. , 
Others who were indicted with Lind- 
quist have already been sentenced, they 
being Dave Barry, Abraham Karatz and 
Joseph Baiata. 

Through the cooperation of a bank 
clerk, the conspirators cashed an over- 
draft at the bank, using the money to 
make a down payment on the purchase 
of the Abraham Lincoln Life. Lind- 
quist was installed as president 
Through the vigilance of the [Illinois 
department, further steps in the pro- 
gram, said to involve the purchase of 
an Indianapolis bank with assets of the 
Abraham Lincoln and the substitution 
of stolen bonds for good securities of 
the life company, were halted. 

Hill, former president of the life com- 
pany, was found dead of a bullet wound 
in his automobile and subsequently the 
Abraham Lincoln Life was reinsured 1 
the Illinois Bankers Life of Monmouth, 








Nebraska counties. Mr. Pollard has tor 
the past two years been an inspector 
and investigator for federal government 
agencies. He was in life insurance for 
three. years before his work with the 
government. 


Iowa Gains Reported ae. 
A six-month gain of 19 percent in - 
insurance sales in Des Moines 15 ! 








reinsurance in 1931. vealed in a survey. Substantial gals 
G. W. Pollard of Farnam, Neb., be-| were made in southern and_wester? 
comes general agent for nine southwest | Iowa. 
| = a Ee 
e . 
| Results on First Six Months 
—— 





Home State Life, Okla........ 


DEMING Tilte,; BO. o'6 03. oi aie cc's 3,096,828 
*Midland Mutual Life, O....... 4,865,51 
Tesonmmental Wile... . os oscs eee ,183,851 
Northwestern L. & A., Wash... 794,309 
Protective Life, Ala............ 7,142,683 
ey ee Se Sa eee ee 748,014 


*Annuities not included 














tFormerly Mutual Life ‘of Baltimore. 


New Paid Business 
First 6 Months 


Increase or Decrease in 
Insurance in Force 

1,417,719 

+109,130 


3,531,27 5 
47806,48 304,673 A123 
35,336,761  +11,418,746 +12,40" 
226,372 +491,584 +595'115 
5,692,906  +2,979,132 Bless 
596,309 4151,705 be 
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RECORDS 


Jefferson Standard Life—Assets at 
mid-year amounted to $59,734,812, in- 
crease $1,846,000; surplus to policyhold- 
ers $2,900,000, increase $75,000; insur- 
ance in force $320,000,000, increase $4,- 
600,000. The regular dividend of $5 a 
share has been declared. 

Midland Mutual Life—Shows an in- 
crease of 25 percent in new paid pre- 
miums for first six months. Gain in 
insurance in force was $304,673, com- 
pared with $1,237,355 loss the first half 
of last year; total income for six 
months $2,632,743, gain $143,355; mor- 
tality 38.5 percent, compared with 47.3 
percent; assets increased $813,395 and 
are now $23,114,829; surplus and spe- 
cial funds increased $40,391; new busi- 
ness in July increased 27 percent in ap- 
plications and 37 percent in volume. 

The Midland Mutual will hold its 
30th anniversary convention in July, 
1936, at Hot Springs, Va. 

American Central—July exceeded 
June business in volume of new busi- 
ness and paid for insurance and also in 
first year premium income. June was 
the best month the company has had in 
1935. Cash remittances for renewal pre- 



















































nsurance miums and interest on policy loans for 
vho has July were 16 percent higher than the 
Reo for Hi average for the year to date. 
pa Atlantic Life—Sales increased 18 
oie. percent the first six months. Volume 
4 Trust of applications received in July 41 per- 
Ps cent ahead of last year. Assets now at 
i a the highest point in its history, with in- 
ane crease of 25 percent in holdings of high 
bin re grade bonds. Excess of income over 
‘ndauist disbursements for six months increased 
- pl 80 percent over same period of 1934. 
ted. he Bankers _Life, Iowa—Reports a 43 
nt. He percent gain in ledger assets, 10 per- 
Lincoln cent increase in new paid for business 
ad been and 51 percent increase in new premium 
income for first six months. The fig- 
» Lied ures are: Ledger assets $5,492,810, gain 
d, they $1,655,310; new paid for business $28,- 
atz and 891,155, gain $2,700,729; new premium 
income $1,127,078, gain $380,368. 
1 bank United Benefit Life—July business 
1 over- shows every indication of finishing with 
ney to $3,500,000; the same month in 1934 was 
rchase $650,000 short of that figure. 
Lind- Morris Kaliff, San Antonio, Tex., Conti- 
dent. nental Assurance—June increase of 80 
Illinois Percent. 
e pro- Prose Agency, San Antonio, Tex., Great 
ase ol merican Life—Six-month increase of 
of the 100 percent, 
itution pe iison Williams, New Orleans, New 
Hies of end Mutual Life—Leads all agents 
HB. pe the amount of business this year. 
7 pnd gency stands second among all units. 
Bases! hale L. Woodruff, San Francisco, Man- 
fy the rete Life—For year ending July 31, 
yw a ained second place among agencies 
red i . the eompany, being topped only by 
nouth, é€ New York agency. 
W. G. Gastil, Los Angeles, Connectic 
. * ,C ut 
alii wagers Life—Agency secured 123.7 per- 
‘ i Aa its premium allotment and ranked 
as for among the 100 or more agencies 
yector n anniversary campaign. 
iment ene M. See, St. Louis, New England 
-e for gy Life—Ranked second in a nation- 
the be contest among agencies of com- 
pwd on basis of percentage of June 
p ested attained, with 140 per cent. 
watt ranked fourth for the first six 
n life we” a 3 Crosse, Central Life of 
me ‘es vs ere inc 
5 - first six nontian p ent increase for 
ains . 
oe PB ad Laan Chicago, Columbian Na- 
s fire Bees e€—Greater paid premiums in 
psc Sab rei than for all of last 
nen 1935 to i ial volume increase for 
— atawel Agents in Conference 
Ags tiitee WE, general agents of the Guar- 
= me Mutual Life of Omaha, from 12 
1718 a, an agency building con- 
1 355 hon at the home office with A. B. 
731 "ey manager of agencies, in charge. 
ore “hg conference opened with an ad- 
we Buta nd welcome by President 5: aa 
cused were: “Thon the subjects dis- 
ss : e i 
building, ps rst step in agency 





ction of agents, training 








and supervising the new agent, coop- 
erative selling and business manage- 
ment in the agency. 


Acreage Reduction Bonus Is 
Not Likely to Be Stopped 


NEW YORK, Aug _.1.—The invali- 
dation of the Agricultural Adjustment 
Administration’s procéssing tax in fed- 
eral court does not mean that the pay- 
ments to farmers for acreage reduction 
will have to stop and life insurance 
farm loan officials believe that it is 
likely that payments to farmers will 
continue out of funds derived from 
taxes from other sources, such as 
higher income taxes. 

The AAA payments are very popular 
with the farmers and because of this 
it is thought unlikely that a movement 
to discontinue them would gain much 
support, even from Republicans. 

These payments are important to the 
farmers not only for the cash that they 
bring in but also for the higher prices 
arising from restriction of output. To 
some extent they give the farmer the 
advantage which manufacturing indus- 
tries enjoy by reason of a protective 
tariff and the ability to organize to 
maintain prices and restrict output. 








Average Family Has More 
Cash on Hand at This Time 


HOME MORTGAGES REDUCED 





Survey Has Been Made by the North- 
western National Life of 
Minneapolis 





MINNEAPOLIS, Aug. 1.—The av- 
erage insured family has 30 percent 
more cash in the bank today than it 
had in 1933, and has reduced the mort- 
gage on its home by 10 percent in the 
same two-year period, according to a 
survey of 10,000 policyholder families 
by the Northwestern National Life of 
Minneapolis. 

An average reserve of $356 per fam- 
ily of cash on hand and in banks was 
reported as of the spring of 1933 in re- 
sponse to the company’s questionnaire. 
This compares with $464 per family at 
the present time, an increase of $108, 
or 30 percent. 


Average Mortgage Reduced 


A reduction in the size of the aver- 
age mortgage from $3,464 in 1933 to 
$3,110 in 1935 was shown in the reports. 





Approximately 49 percent of the policy- 
holders investigated were home owners; 
the average home valuation was $5,301. 
Half of the homes were owned clear of 
encumbrance; the remaining 50 percent 
were mortgaged. 

The average amount of life insurance 
owned per family was $7,710 in 1933, 
and $8,199 in 1935, an increase of 6.3 
percent. 


Net Worth of Each Family 


The average net worth of each fam- 
ily, including equity in home but ex- 
clusive of life insurance, was $2,953 1n 
the spring of 1933, and had risen to 
$3,440 two years later, the survey 
showed, an increase in average wealth 
of 16 percent. The 10,000 families were 
selected at random from policyholder 
lists. 

A special survey of urban housing 
conducted in 61 cities by the U. S. Bu- 
reau of Foreign and Domestic Com- 
merce showed a reduction in the aver- 
age mortgage on owner-occupied homes 
of 3.29 percent from 1933 to 1934. The 
fact that the reduction for the two years 
from ’33 to ’35 totalled 10.22 percent in 
the insurance company’s survey would 
seem to indicate that the average fam- 
ily is paying off its obligations at an 
increasingly rapid rate, the report con- 





cludes. 




















OY ee ie pe Exceptions 


We had no idea when we published the booklet, “The Making of a 
General Agent”, that it would cause the controversy and comment 


which has ensued 


More than one person who has read the booklet has pointed out notable 
exceptions of successful General Agents whose careers are a contra- 
diction to the principles set forth in this booklet. 


Of course there are exceptions—We can also point out the case of the 
man who at forty was declined Life Insurance because of a heart mur- 
mur and high blood pressure and who is hale and hearty at eighty-five. 
The exception, however, does not prove anything. 


In spite of the exceptions, we are convinced that the chance for success 
in General Agency work is tremendously enhanced by the definite and 
concrete plan for training and preparation that is set forth in this booklet. 
It was prepared primarily for the information of those men in our organi- 
zation who are interested in future General Agency activity. 


If you have not had a copy and would be interested in seeing one, we 


should be glad to 


ADDRESS C. C 


send it upon request. 


~ FULTON, JR, 


AGENCY VICE PRESIDENT 


HOME LIFE INSURANCE COMPANY : 256 BROADWAY - NEW YORK 


Ethelbert Ide Low, 


Chairman of the Board 


James A. Fulton 


President 
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Helpful Hints On 
How To Worry 


One of the first rules, of course, is 
always to remember the future. 
Keep it foremost in your mind— 
but lay no plans for it. Seize no 
opportunities, Save nothing. Invest 
nothing. Do nothing. Just fret—and 
fume. Be utterly miserable. Worry 
about yourself as you will be when 
old age comes. Worry about your 





children, who will be leaving school 
if you die. Worry about your wife. 
Learn to wince when you think of 
her attempt to provide all that you 
neglected to provide. Picture her 
looking for a job—your favorite son 
shouting “Extree!” on the street 
corner. Do this thing right. Learn 
to look worried even if you have to 
practice in front of your mirror. 
Of course, if you prefer not to 
worry, you might look into this 
thing called Life Insurance. With 
the help of your telephone book, 
you will be able to locate intelligent 
agents representing this 70-year-old 
company with nearly a billion dol- 
lars of insurance in force. 


PROVIDENT MUTUAL 


LIFE INSURANCE COMPANY 
OF PHILADELPHIA—Founded 1865 





The advertising of 

Provident Mutual re- 

flects its pride in the 

character of its agency 
force. 











Struck by Lightning Day 








Before “App” Approved 


The New England Mutual Life has 
obtained permission from Mrs. Paul K. 
Garver of Pittsburgh to tell the dra- 
matic life insurance story involved in 
the recent death of her husband, who 
was Allegheny co-mty supervisor of the 
America Fore group of fire insurance 
companies. 

Last New Year’s Eve a group was 
gathered in Mt. Lebanon, Pa., includ- 
ing Carl H. Schusler, agent of the New 
England Mutual, and Mr. Garver. For 
the next few weeks Mr. Schusler kept 
in touch with Mr. Garver, and on Feb. 
2 insured him for $14,000, all with 
double indemnity. This was the first 
substantial purchase of life insurance 
that Mr. Garver had ever made, al- 
though he had a wife and five children. 

Mr. Schusler knew that Mr, Garver 
was still under-insured, and on July 12 
he secured another application for $12,- 
500. The examination was made, and 
the next day the application was re- 
ceived at the home office. No payment 
was made with the application, but on 
July 13, the applicant paid one-quarter 
of the first year’s premium and the 
company was so advised. The applica- 
tion was approved July 16. 

On the afternoon of July 15 Mr. Gar- 
ver and three friends went to the 
Youghiogheny Country Club near Mc- 
Keesport for golf. A thunderstorm 
came up, but play continued. As Mr. 
Garver raised his club for a drive a bolt 
of lightning struck the upraised steei 
club, and killed him instantly. 

Not only was practically all the in- 
surance Mr. Garver carried less than 
six months old, but the new application 
for $12,500 was followed so quickly by 
the death of the man who signed it that 
he was actually killed one day before 
the application was approved. The 
claim committee of the company has 
authorized payment of all the policies. 

While the face amount of the insur- 
ance carried by Mr. Garver was only 
$26,500, the double indemnity feature 
and the additional coverage afforded by 
a family income policy raised the total 
amount due Mrs. Garver to $51,238. To- 
tal premiums paid were only $367.03. 

The New England Mutual advises: 
Bind the insurance by collecting pre- 
mium with the application; urge appli- 
cants who need insurance and can pay 
for it to apply while they can get it; 
never hold a steel shafted golf club dur- 
ing a thunderstorm. 


Oregon Ruling Is Made 


Commissioner Earle of Oregon has 
ruled that all life companies when re- 
taining policies in connection with the 
making of loans shall furnish the as- 
sured a copy or receipt which contains 
all pertinent coverages, provisions and 
conditions of the policy. Commissioner 
Earle holds that it is decidedly unfair 
to the policyholder and beneficiary to 
be deprived of a copy of the contract 
which many times he feels results in a 
loss to them. 








Pontius on Mid-West Visit 

Calvin Pontius, recently appointed 
supervisor of agencies of the Fidelity 
Mutual Life, is in Cincinnati for a 
month. He is familiarizing himself 
with his new duties and will spend some 
time among the company’s central west- 
ern agencies. Mr. Pontius was for- 
merly associated with the Northwestern 
Mutual in Milwaukee. 


Anderson with Parker 


H. A. Anderson of Moline, Ill., has 
joined the new Davenport office of the 
New York Life, according to Don 
Parker, agency director. Mr. Anderson 
was formerly with the New York Life 
and prior to that time was with the 
Provident Mutual and Sun Life. He 
has since been general agent for the 
Reliance Life. 





Federal Income Taxes of 
Life Companies Show Drop 





REASON IS INTEREST FACTOR 





Lowered Return on Investments Re- 
duces Substantially the Basis on 
Which Taxes Are Calculated 





NEW YORK, Aug. 1.—One angle 
of the lowered interest rate levels is that 
life companies are not being required to 
pay so much federal income tax. Fed- 
eral taxes paid in 1934 on 1933 income 
show a marked drop as compared with 
those paid in the previous year for prac- 
tically all companies. 

Expect Further Reductions 


Income received in 1934 on which tax 
must be paid to the federal government 
will undoubtedly show still further sharp 
reductions because of low interest earn- 
ings on reserves required by law. How 
much such taxes will decline in volume 
cannot be told from 1934 statements, as 
they show only the amounts disbursed 
for income received in the previous year. 
There is a reserve for taxes payable in 
the future on business covered by the 
statement, but it is not broken down 
into classifications so there is no way of 
telling how much is for federal income 
tax. Neither does the reserve for fu- 
ture taxes necessarily bear any close re- 
lation to the tax disbursements of the 
following year. 

Basis of the Tax 


For a time the federal government 
took the stand that all income consti- 
tuted income for tax purposes but 
finally was convinced that what could 
properly be termed the income of a life 
company is the income from interest 
dividends and rents over and above what 
is required to maintain reserves required 
by law. For tax purposes the interest 
rate on reserves is set at 334 percent. 
Other funds beside legal reserves, suc 
as surplus, are not permitted this 334 
percent exemption. 


Started in the Work 
As a Rate Book Man 


























WALTER E. SMITH (SMITHE) 


Walter E. Smith (Smithe), assistant 
superintendent of agents of the Globe 
Life of Chicago at its head office, is re- 
signing and in due course will make 
some other connection. He started with 
the company as an agent Sept. 16, 1933. 
He carried a rate book, was given a 
debit and in due season was appointed 
assistant superintendent. Mr. Smith be- 
lieves in life insurance and has high 
hopes for its future. He has gone far 
enough in the business to appreciate its 
advantages 





—— 





LL , 


Has Record of Results 
for the Last 25 Years 





HORACE MECKLEM 


Horace Mecklem, general agent of 
the New England Mutual at Portland, 
Ore., has completed 25 years with the 
company. The New England “Pilot” 
presents a tabulation of results of his 
personal business, which it regards as 
unique because of two facts: First, Mr, 
Mecklem has kept records throughout 
this period, and second it shows the 
magnitude of the business transacted. 
The following are the figures: 


JAN. 1, 1910, TO JAN. 1, 1935 


Number of calls made......... 28,681 
Number of working days...... 5,943 
Number of applications....... 2,742 
Total insurance written...... $16,542,440 
Total premiums paid.......... 248,677 
Total commissions earned..... 291,262 
Average application.......... $ 6,03 
Average value of a call....... 10 


Average value of a working 
day 








May Not Fill Vacancy in 
Michigan Department Now 


LANSING, MICH., Aug. 1.—Com- 
missioner Ketcham indicated this week 
that he might not immediately fill the 
vacancy in his staff caused by the res- 
ignation of Ralph M. Wade, second 
deputy, who has become comptroller of 
the Michigan Mutual Liability of De 
troit. 

The commissioner has great difficulty 
in finding a competent deputy, familiar 
with the highly technical duties he 
would be required to perform, willing 
to accept the salary available. The de- 
partment is in more straitened financial 
condition, the commissioner said, that 
ever before. The last legislature re- 
duced an already inadequate appropria- 
tion and the governor, under powet 
granted him by the lawmakers, has de- 
creed that all departments take a 5 
percent reduction in funds. This power 
must be exercised on a uniform pro 
rata basis under the law, which pre- 
vented any cognizance being given t0 
the particularly acute needs of the 1 
surance department, although that div- 
sion yields a net profit to the state at- 
nually in excess of $3,000,000. 

Mr. Wade showed an unusual sense 
of responsibility in public office by '¢- 
maining with the department for several 
months after his resignation, because 0 
the need for his services in connection 
with a number of pressing matters. 





Dr. Huebner in Address 


Dr. S. S. Huebner addressed the Paul 
Clark agency of the John Hancock m 
Boston, discussing the economic out- 
look and position of life insurance. He 
stated devaluation of the dollar will 
bring about purchase of more life 1- 
surance to meet demands of the future. 
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New Northwestern Mutual 
Agency Association Head 








——— 







VICTOR PLUMMER 


Victor Plummer of Rockford, IIl., is 
the new president of the Northwestern 
Mutual Association of Agents. 








Proposes Statewide Setup of 
Illinois Legislative Councils 





J. T. Meek, secretary of the insurance 
division of the Illinois chamber of com- 
merce, in a communication to members, 
suggests that insurance advisory coun- 
cils, such as the one that functioned in 
Chicago during the past legislative ses- 
sion be set up in every major city of 
Illinois and in the smaller ones on a 
limited scale. A suggested procedure 
will be sent to member chambers of 


- commerce urging such organizations to 


study proposed legislation and to act 
immediately in behalf of or against bills. 
These councils should consist of lead- 
ers representing the various lines of in- 
surance and two or more local business 
men. 

These groups will be supplied with a 
regular docket of bills pertaining to in- 
surance. An attempt will be made to 
have such organizations formed prior 
to the proposed special session of the 
Illinois legislature in September. 

He states plans are now being made 
for the second annual insurance lunch- 
eon to be held in conjunction with the 
annual meeting of the Illinois Chamber 
of Commerce. The insurance code will 
— be the subject of major impor- 
ance, 


Use Money for Tax 


MILWAUKEE, Aug. 1.—Payment 
of $22,000 federal inheritance tax out 
of the principal of a $210,466 life in- 
surance trust fund left by the late James 
Blake, an attorney, for the benefit of 
his widow, Mildred Blake, has been au- 
thorized by Judge John Karel in Mil- 
Waukee county court in granting the 
motion of executors of the estate. The 
motion was made because there were 
no other funds available in the estate 
to pay the tax and unless granted the 
executors would be personally liable for 
the tax under the law. 


Prudential Promotions 


V. W. Sinclair has been appointed sup- 
tintendent of the Prudential at Taun- 
ton, Mass., being promoted from inspec- 
‘or. He has been with the Prudential 
Since 1927, when he became an agent 
at Methuen, Mass. He was made in- 
Spector in 1932, covering Massachusetts, 
New Hampshire and Maine. He suc- 
ceeds E. R. Rosselot, who is now in 
charge of St. Johnsbury, Vt. 

A. G. Fournier has been made super- 


intendent at Somerville, Mass. He 
started with the Prudential at Wor- 
cester, Mass., as an agent in 1922. The 
next year he was made assistant super- 
intendent, remaining there until 1927 
when he was transferred to Webster, 
Mass. 


Los Angeles Managers 
Came from Central West 


There is a group of life insurance 
managers at Los Angeles who sprang 
from the central west and who are giv- 
ing a good account of themselves in 
their work. M. Hammond, man- 
ager of the Aetna Life, was formerly in 
charge of one of the Equitable Life of 
New York agencies in Chicago. Wal- 
ter T. Shepard, manager of the Lincoln 
National Life, was formerly vice-presi- 
dent and head of the agency department 
at the head office. Marc W. Trueblood, 
manager of the Union Central Life, was 
formerly assistant superintendent of 
agencies at the head office. John W. 
Yates, manager of the Massachusetts 
Mutual, formerly held a similar position 
in Detroit. Hazen P. Aikin, manager 
of the Home Life of New York, was 
formerly agency supervisor of the Con- 
tinental Casualty and Continental As- 
surance of Chicago at the home office. 
H. S. Standish, manager of the Sun 
Life, was for many years assistant man- 
ager of the Union Central at Chicago. 


Life Notes 


The Columbus, O., offices of the Pacific 
Mutual have been moved from the Ohio 
State Savings building to the A. I. U. 
Citadel. Norman A. Herberts is mana- 
ger. 

Cc. ¥. Adamson, Jamestown, N. Y., and 
A. W. Mattenson, Terre Haute, Ind., have 
been promoted from the agency ranks to 
assistant superintendents by the Pru- 
dential, 








Managers School Alumni 
to Gather in Des Moines 








One of the outstanding features of 
the annual gathering of the National 
Association of Life Underwriters in Des 
Moines, Sept. 16-20, will be a grand 
alumni reunion and banquet of all per- 
sons who have attended the general 
agents and managers conferences con- 
ducted by the Life Insurance Sales Re- 
search Bureau of Hartford throughout 
the country since 1928. The date of the 
reunion will be Sept. 16, the day before 
the life underwriters convene; the place, 
the Hotel Fort Des Moines. 

Manager J. M. Holcombe, Jr., of the 
Research Bureau and Assistant Man- 
ager H. G. Kenagy plan to attend, as 
probably will other members of the 
bureau staff who have attended the con- 
ferences and given lectures. It will be 
purely a social affair and all speeches 
will be taboo. Invitations have been 
extended to some 700 general agents 
and managers who have attended the 
schools. 

The Chicago two weeks’ conference 
just concluded proved to be the largest 
ever held. Manager Holcombe and his 
aides were forced to refuse many en- 
rollments, having hoped to limit the 
class to 35. When enrollments contin- 
ued to come in it was tentatively 
planned to hold two sections of 35 each, 
There were 69 attending. Success of 
the Chicago school caused Manager 
Holcombe and Assistant Manager Ken- 
agy, who is director of the field schools, 
to decide on holding another school in 
Chicago next year, probably in July. 

Total attendance at the 1935 man- 
agers conferences was 164, starting with 
34 at the Birmingham school, Feb. 11- 
22; 24 at Excelsior Springs, Mo., May 
20-31; 3% at Briarcliff Manor, N. Y., in 
June. r 

As is customary, the staff will travel 
to the Pacific Coast next year to hold 
a managers’ conference there, probably 
in San Francisco as one was held in 
Los Angeles in 1934. It is the practice 
to hold a West Coast school every 








other year. 

































The 
Congressional 
Lincoln 



























From a daguerrotype by N. H. 
Shepherd made at Springfield, Illi- 
nois, in 1846 when Lincoln was but 
thirty-seven years of age. Undoubt- 
edly it was Lincoln’s election to 
Congress in August, 1846, which 
suggested the making of his earliest 
known portrait. 





















OPPORTUNITY 


The famous journalist, Murat Halstead, upon viewing 


Abraham Lincoln’s first picture, was convinced that it 
presaged his remarkable achievements, and exclaimed: “The 
stamp of a manhood of noble promise is in this. . . . This 
young man might do anything important.” Lincoln faced 


opportunity. 


The exalted place now occupied by life insurance should 
at once commend it to thinking men as a field of unparalleled 
opportunity. It is a first rank profession, not an alternative 
occupation to be lightly considered or hastily terminated. It 
is the purpose of this Company through modern training, 
sales and advertising methods, to place its representatives in 
All should be able to claim true 


membership in the first rank profession—life underwriting. 


the way of opportunity. 


The Lincoln National Life 
Insurance Company 
FORT WAYNE, INDIANA 
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Sets a Good Example 


THE Mutua. Lire oF BALTIMORE has 
changed its name to the MoNUMENTAL 
Lire in order not to conflict with the Mu- 
TUAL LIFE OF NEW York. This is a sen- 
sible course. A charter was granted to the 
MaryLanp Moutvat Lire & Fire in 1858 
and it did both a life and fire business 
until 1862. The Maryland legislature of 
1870 voted to amend the charter of the 
company limiting its operations to life 
insurance and the name was changed 
to the Mutuat Lire or BALtTIMore. It is 
one of the 20 oldest companies in the 
country today and writes both industrial 
and ordinary insurance. 

There might be considerable reason 
for so old a company steeped in tradi- 
tions and having made a good record to 
cling to its name in spite of the conflict 
with the New York company. How- 
ever, the Murua Lire oF New York is 
entered in all the states and the Mutua 
Lire or BALtimorE undoubtedly wants 
to expand its territory where it has not 
been operating. The Mutua Lire oF 
New York therefore has priority be- 
cause of its long tenure in the wider 
fields. 

The point we desire to make, how- 
ever, is that the time for insurance de- 
partments to insist on names that are 
not conflicting is when companies start 
and not after they have gotten under 


full sail. There are plenty of names to 
be drawn out of company nomenclature 
without selecting the name of a com- 
pany that is similar or so much alike 
that there is confusion among the buy- 
ers, of insurance and even in the fra- 
ternity itself as to which company is 
meant. Some companies start in a 
purely local way, taking the name of 
some company that is widely known. 
While it confines its operations to a 
small field there is not much chance for 
confusion, but as it extends its wings 
then the similarity begins to breed mis- 
understanding and many complications 
arise. 

If the Murua Lire or BALTIMORE, one 
of the oldest companies in the country, 
sees fit to change its name, then those 
of far lesser years should, before their 
scope of operations become so great, fol- 
low a similar course. The MonuMENTAL 
Lire is a significant name. Baltimore is 
the “Monumental City.” It is a city 
with well seasoned insurance companies. 
Naturally the change has cost the Balti- 
more company much and it means di- 
vesting itself of raiment that it has 
worn for a long time. But in spite of 
this, the company undoubtedly saw the 
added advantages that would come by 
a distinctive name that differentiated it 
from all others. 


More Women Agents Employed 


SoME agencies are finding it profitable 
these days to employ substantial, hard 
working women agents who have to 
make their own living, who have a good 
business head, who are willing to mas- 
ter insurance so that it can be presented 
intelligently and who in their relation- 


ships establish merely business and not 
social connections. Those that are 
building up women’s departments say 
that never before has there been so 
great a place for women agents in the 
business as now. They are earning a 
definite place in the business. 


Constructive Criticism Worth While 


Everysopy who is doing constructive 
work and is achieving something worth 
while welcomes criticism of the right 
kind. Destructive, vindictive criticism 
is harmful and discouraging. When 
someone points out a mistake or a weak- 
ness then it should be well received. 


After all perhaps most of us need en- 
couragement more than criticism. We 
should not, however, set aside lightly 
criticism that is well meant and intelli- 
gently given. Insincere flattery is just 
about as disastrous as vindictive criti- 
cism. 





PERSONAL SIDE OF BUSINESS 





George Covington, president of the 
Standard Life of Jackson, Miss., is re- 
covering from his recent illness at the 
Baptist hospital, Jackson. 


S. W. Philpott, secretary Oklahoma 
insurance board, is on a two weeks’ tour 
of company offices. He will visit Chi- 
cago, New York and Hartford. 


President Chandler Bullock of the 
State Mutual Life has returned from a 
vacation trip to the Yellowstone Na- 
tional Park, on which he was accom- 
panied by his two daughters, Vera Bul- 
lock and Mrs. Oliver ‘S. Chute, and by 
Sir Alasdair MacRobert, an English 
cousin. 

The trip allowed Mr. Bullock and 
his party five days in the west, four of 
which were spent touring Yellowstone 
Park, and one in Teton National Park, 
the newest national park in the country, 
100 miles south of Yellowstone. 


W. H. Kingsley, vice-president of the 
Penn Mutual Life, is on a Pacific Coast 
tour. Mr. Kingsley will celebrate his 
50th anniversary of service with the 
Penn Mutual Aug. 10, and in honor of 
the occasion and to show appreciation 
of his visit, the McMillan agency of 
Los Angeles is engaged in a Vice-presi- 
dent Kingsley drive. Mr. Kingsley will 
address a special meeting of the Mc- 
Millan agency Aug. 4. 

Floyd Forker of the agency depart- 
ment of the Pacific Mutual Life has re- 
turned from a trip to Olathe, Kan., 
where he was married to Miss Clara 
J. Staadt. They are residing at Long 
Beach for the summer, after which they 
will make their home in Los Angeles. 


Dr. L. M. Brooks, 45, chief examin- 
ing physician for the Metropolitan Life 
in Milwaukee, died at his home there. 


Dr. H. W. Dingman, vice-president 
and medical director of the Continental 
Assurance of Chicago, has returned 
from a vacation trip to Mexico. 


Jackson Cochrane, Colorado insur- 
ance commissioner, on going to the 
meetings of the Insurance Commission- 
ers Convention always visits the home 
offices of companies licensed in Colo- 
rado in the territory where the meet- 
ing is held. He, therefore, is the last 
state official home from a _ meeting. 
After visiting the Seattle companies at 
the time the annual meeting was _ held 
in that city, he journeyed to San Fran- 
cisco, then Los Angeles and by easy 
stages en route home got in touch with 
the various head offices. Commissioner 
Cochrane takes pride in the fact that 
the Colorado department, as he puts 
it, is a “personal department.” By that 
he means that he becomes acquainted 
with the chief officials of companies 
operating in his state. 

L. Seton Lindsay, vice-president New 
York Life, was appointed foreman of 
the carefully selected grand jury, 
charged with investigating crime in 
New York City. Another member of 
the jury is W. S. Sullivan, purchasing 
agent Mutual Life. 

The wives of a number of prominent 
Portland life insurance men embarked 
on an airplane trip from Portland up 
the Columbia River Gorge to view 
Bonneville dam from the air. Because 
of the distances between cities on the 
Pacific Coast, air transportation is in- 
dulged in quite freely. The allotment 
of 20 or 30 hours per year in the air 
as sanctioned by most companies is ex- 
ceeded by many business and profes- 
sional men. This results in a number 
of men being unable to carry life in- 
surance except subject to aviation 
riders. The women who went on the 








—$———, 


trip were as follows: Mrs. J. E. S. By 
chanan, and daughter, Aetna Life; Mr 
W. C. Schuppel, Oregon Mutual; Mr, 
J O. Broleen, Provident Mutual; Mr 
W. J. Smith, National Life of Vermont: 
Mrs. E. F. Peterson, Pacific Mutual: 
Mrs. William E. North, New Yor 
Life; Mrs. R. L. Sherwood, Phoenix 
Mutual, Mrs. A. F. Parker, New Eng. 
land Mutual and Mrs. Horace Mecklem, 
New England Mutual. 


Col. H. P. Dunham of Hartford, for. 
mer Connecticut insurance commis. 
sioner, now vice-president of the 
American Surety and New York Ca. 
ualty, who attended the insurance con- 
missioners’ meeting at Seattle, visited 
San Francisco and Los Angeles, ther 
went to Utah and Denver and on his 
way home spent a few days at Chi- 
cago. Colonel Dunham will have a 
office in Hartford in addition to his 
office at headquarters of the American 
Surety in New York City. 


Walt Tower, managing director Chi- 
cago Association of Life Underwriters, 
plans to leave Friday on vacation to 
visit his parents in the Black Hills of 
South Dakota. They live in Buffalo 
Gap. 


Fred. W. Hardwick, secretary-treas- 
urer of the Income Life of Louisville, 
died recently. 


Funeral services were held Thursday 
for former Mayor J. Barry Mahodl, 
vice-president Eureka Maryland Assu- 
ance, who died in Baltimore Generd 
Hospital while under treatment for 
a fractured knee cap following a fal 
July 20 at Ocean City. Mr. Mahodl 
who was 64 years old started in bus- 
ness as a member of the firm of Frame, 
Knight & Co., grain brokers, and re 
mained in that capacity until his re 
tirement in 1922. In recent years he 
conducted his own insurance firm. 


D. J. Bloxham, supervisor of the 
agency field service department of tht 
Travelers, is quite ill in a hospital m 
London, Eng. Mr. and Mrs. Bloxham 
and daughter sailed the latter part 0 
June for a trip to France and England 
Mr. Bloxham became ill on the boat ad 
when he reached London it was neces 
sary to put him under a_physiciats 
care. He may not be able to return 0 
his home for some weeks. His Londot 
address is the Ford’s Hotel, Manchester 
Square, London, Eng. 


H. G. Sanders, general agent for the 
Ohio National at Knoxville, Tenn, died 
at the age of 56. He was formerly gt 
eral agent there for the Provident Mu 
tual. 

C. W. Rollins, who was recent! 
elected president of the Life Unt 
writers Association of Memphis, 4 
following an injury he suffered we 
he fell while taking a shower. He wy 
39 years of age and was a native © 
Gainesville, Tex. P “ih 

Mr. Rollins had been associated i 
Marx & Bensdorf for 18 years. 
became manager of the insurance 
partment four years ago. 


Col. W. H. Kelly, former New, Jt 
say commissioner, has become 4 a 
tleman farmer” on a large estate W = 
he has purchased in Somerset count 
N. J. The place has been the scene 
several barbecues the past summer. 

. S 

Bert A. Hedges of Wichita, ae 
manager of the Business Mens / ~ 
ance, spent no small amount of eo 
shopping for his friends and policy - 
ers while attending the meetin is 
Lions International in Mexico City. Mr 
the July issue of his house orga 
Hedges offered to make such pure - 
for the readers, limiting them to 
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for each with a total value of not over 
g5. Asking his “customers” to be spe- 
cific in their wants, Mr. Hedges warned 
that “chances must be taken on his hon- 
esty and shopping judgment.” 


A. M. Woodruff, vice-president of the 
Prudential in charge of the real estate 
and mortgage department, will retire 
from active service on his 70th birthday, 
Sept. 21. Mr. Woodruff started his in- 
surance career as a clerk with the New- 
ark Fire, of which his grandfather, 
Archibald M. Woodruff, was one of the 
founders and of which Mr. Woodruft’s 
father, C. M. Woodruff, was president. 

He later went with the Firemen’s of 
Newark, where he remained for about 
ten years, and then entered the insur- 
ance and real estate business for him- 
self. In 1895 he joined the Prudential 
as superintendent of fire insurance mat- 
ters, which brought him in contact with 
real estate questions in all parts of the 
country. 


David O. Johnson, San Antonio gen- 
eral agent of the Minnesota Mutual Life, 
was honored by the members of his 
agency force and 15 friends with a sur- 
prise luncheon on the 15th anniversary 
of his connection with the Minnesota 
Mutual. The 15 friends were those 
who had qualified by having furnished 
a prospect to whom a policy had been 
sold within the preceding 30 days. On 
a parchment scroll designed by Joe Pea- 
cock of the agency were the signatures 
of the friends. 

Dr. C. N. McCloud, vice-president 
and medical director of the Minnesota 
Mutual Life, is under observation in a 
St. Paul hospital to determine if he is 
afflicted with tularemia, a woodtick in- 
fection rarely found in human beings. 
Dr. McCloud was stricken on a fish- 
ing trip in Wisconsin. 


Frank M. See, St. Louis general 
agent of the New England Mutual Life, 
has accepted an invitation from the Life 
Underwriters Association and the Life 
Agency Managers Association of Van- 
couver, B. C., to conduct a summer 
school for life insurance agents in that 
city in August. 


Samuel Heifetz, Chicago manager 
Mutual Life of New York, will leave 
next week for a vacation on the Great 
Lakes with his youngest son, Carroll, 
who is 18. They will go to Mackinac 
Island where they will remain for a 
week or more. Carroll is recuperating 
from an extended illness, having been 


in bed at his home for two months with 
colitis, 


R. G. Newbegin, one of the two real 
€state experts appointed by Superin- 
tendent L. H. Pink of New York to 
Manage the newly created real estate 
division of the Title and Mortgage Re- 
habilitation Bureau of the department, 
had charge of real estate sales for the 
Prudential at its office in New York 
\ity some years ago. 


Discuss Standardization Plans 


Nine representatives of 33 investment 
enefit associations in Minnesota gath- 
= in St. Paul to discuss standardiza- 
in . by-laws, articles of incorpora- 
ai enefit Payments and a code of 
: ice. The committee will report to 
je ttion of delegates of the asso- 
: fons next morith. This undertaking 
“S Prompted by the recommendation 
ot Commissioner Yetka. 
F Ssr decided to limit the number 
, associations to the 33 that now have 
aidan Some of these may be con- 
wad oe disbanded later on. It also 
$1,000 cl me to limit death payments to 
nigh ef has been one of the sore 
aie the business in that state as 
eee associations have promised pa- 
s 06 Sor ni running well 
and some o 
been unable to carry out fest Gena 
Ware {itle 


Brazos Li 
Moved to i: 


— 
~ the Citizens Mutual of 
» has been changed to the 


and headqu 
ryan, Tex. quarters have been 








NEWS OF THE COMPANIES 





Commends the Acacia Mutual 


Report of the Examination Shows the 
Company Is in Fine Finan- 
cial Shape 








The total income of the Acacia Mu- 
tual Life amounted to $6,857,537 for the 
first six months. The assets increased 
more than $2,000,000 during that period 
and are now more than $58,000,000. The 
steady decline in policy loans continued. 
Insurance in force showed a net gain of 
$2,000,000. There was a 22 percent in- 
crease in the net gain over the first six 
months of last year. Conservation of 
insurance showed a 14 percent improve- 
ment. The total insurance in force is 
now $353,180,860. The regular triennial 
examination has been made by the Dis- 
trict of Columbia and four states. The 
report concludes as follows: 

“As a result of this examination the 
company was found to be in an excel- 
lent financial condition, with the invest- 
ments well diversified. The company is 
economically and efficiently managed. 





The reserves are ample to meet all 
statutory requirements and to provide 
against unforseen contingencies as a 
result of fluctuation of securities. A con- 
sistent growth is being made in busi- 
ness and assets under the able and con- 
servative management which has re- 
mained unchanged for many years.” 





Prudentiel “Founder’s Day” 
Will Be Observed Aug. 7 


NEWARK, Aug. 1. — “Founder’s 
Day” will be observed at the home of- 
fice of the Prudential Aug. 7, when the 
statue of John F. Dryden, founder of 
the company and the pioneer of indus- 
trial insurance, will be decorated with 
flowers as a mark of affection and es- 
teem in which the company holds its 
founder. Observance is in the hands 
of the John F. Dryden Memorial Asso- 
ciation. 

Mr. Dryden, who was born in Maine, 
Aug. 7, 1839, conceived the idea that 
this country needed a form of insurance 
that the workingman could afford to 








purchase and he started the industrial 
insurance idea in Newark, a typical in- 
dustrial city. Backed by a number of 
local merchants and business men of the 
city, the company began business Oct. 
13, 1875. 

Mr. Dryden was the first secretary of 
the company and he shortly went to 
England, where the industrial insurance 
idea had been established on a sound 
business principle, and made a_thor- 
ough study of the plan. 

May 23, 1881, Mr. Dryden was elected 
president, which position he held until 
his death Nov. 23, 1911, at the age of 
72. 





Reports on Two Concerns 


The Illinois department made a re- 
port of the examination of two mutual 
benefit concerns, one the Champaign 
County Mutual Benefit of Champaign, 
which has $5,369 assets and $2,675 lia- 
bilities. 

The other is the Central Illinois Mu- 
tual Relief of Champaign with assets 
of $3,716 and liabilities $6,558. The de- 
partment in both of these cases declares 
that the practice of paying salaries to 
agents in excess of the membership fee 
is in violation of the mutual benefit act 
and must be discontinued. As to the 
Central Illinois, the report says that 
the building and loan stock owned does 
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not meet with the requirements of the 
investment act. As to this concern it 
also says that assessments should be 
levied to bring the guarantee fund up 
to the minimum organization require- 
ments. 


One Praised, Another Hit 


In a report on the United Fellowship 
Benefit Association of Mason City, the 
Illinois department states that liabilities 
exceed assets by $1,057. It is stated 
$2,057 is needed to meet the require- 
ments. Paying salary to agents must 
be discontinued. An investment in a 
mortgage loan must be disposed of and 
the secretary-treasurer should be 
bonded. E. C. Jupin is its president 
and M. L. Jupin is secretary-treasurer. 

Reporting on the Illinois State Mu- 
tual Relief Association of Champaign 
the department states the payment of 
salary to agents must be discontinued. 
The examiner states the association has 
been managed conservatively and to the 
benefit of members. 


Contest for H. V. Wade 


The United Mutual Life is conduct- 
ing a “National Harry V. Wade is 
Going Out-of-Town Month” contest in 
order to prove to the assistant to the 
president in charge of United Mutual 
agencies, that business can be produced 
even though he is out of town on a four 
week western field trip. During the 
first ten days of the contest there was 
a 45 percent increase in business. Indi- 
cations are that July will be another 
record breaking month for new busi- 
ness and will nearly equal May and 
June which were the largest months in 
history. 


Plans for Detroit Life 


LANSING, MICH., Aug. 1.—De- 
cision is expected late this week as to 
the disposition of the assets of the De- 
troit Life, now in the custody of Com- 
missioner Ketcham as receiver. It was 
though possible that the plan to be 
adopted for the company would be 
chosen by Judge Carr of Ingham county 
circuit court but an anticipated new pro- 
posal from an unnamed company, for 
reception of which Commissioner Ketch- 
am had asked delay, failed to arrive and 
another conference, probably the final 
one, was set for the latter part of the 
week. It is presumed that one of the 
seven plans, one for mutualization and 
the others management contracts, will 
be chosen at that time. Commissioner 
Ketcham had been sanguine as to the 
prospect for an even better proposal, in- 
volving a cash contribution, but with 
failure to receive such a plan up until 
Tuesday, it was conceded that a choice 
must be made from the proposals al- 
ready submitted. 


Observe “Loyalty Day” 

The field force of the Ohio State Life 
observed July 25 as Loyalty Day in 
commemoration of the 29th anniversary 
of the organization of the company. 
President U. S. Brandt, Dr. C. E. Schil- 
ling, vice-president and medical direc- 
tor, and several others have been with 
the company since its founding. The 
30th anniversary next year is to be com- 


memorated with an agency assembly at 
Quebec. 


Liberty National Medical Director 


The Liberty National Life of Bir- 
mingham has elected Dr. J. A. Living- 
ston medical director to succeed the late 
Dr. A. C. Cameron. Dr. Cameron had 
been medical director since 1927. Dr. 
Livingston is a graduate in medicine 
from the University of Pennsylvania. 
He practiced in Jacksonville, Fla., until 
the war and since that time has prac- 
ticed his profession in Birmingham. 














Alfred F. Milton New Director 


Alfred F. Milton of New York has 
been elected a director of the Jefferson 
Standard Life, succeeding the late J. C. 
Watkins. 














LIFE AGENCY CHANGES 





Thomas Hand to Home Life 


Mississippi Man Becomes Manager at 
Louisvill——Has Been Prominent 
in His State 








Thomas E. Hand has been appointed 
general agent of the Home Life of New 
York at Louisville. He has been in the 





THOMAS E. HAND 


home office agency department for sev- 
eral months becoming acquainted with 
the company’s office and field program. 
Prior to that he was for five years ex- 
ecutive vice-president and general man- 
ager of the Standard Life of Jackson, 
Miss. He had been in the field as a 
successful agent, spending four years 
with the Reliance Life in Jackson. 

Mr. Hand is a graduate of the Mis- 
sissippi State College of the class of 
1918, and in the first few years after 
graduation was connected with the 
United States Department of Agricul- 
ture in extension work in Mississippi. 

When he was in the field with Re- 
liance Life he was active in association 
work, being president of the Mississippi 
Association of Life Underwriters and 
also a member of the executive commit- 
tee of the National association. Tle was 
active in community work, being secre- 
tary of the Jackson Exchange Club and 
state president of the Mississippi A ffili- 
ated Exchange Clubs. He has been 
prominent in Democratic affairs in Mis- 
Sissippi, being at present a colonel on 
the staff of Governor Conner. He has 
a considerabie reputation as a tarpon 
fisher and is one of the organizers and 
charter members of the National Tarpon 
Club. Mr. Hand is a brother of John 
G. Hand, organizer and president of the 
North American Mutual of Jackson. 





Forestelle on Absence Leave 
W. H. Forestelle, agency manager for 


the Bankers Life of Iowa at Toledo, } 


who is granted a year’s leave of absence 
on account of health, intends to devote 
himself entirely to getting back his 
strength. During his absence the Toledo 
agency will be in charge of Frank H. 
Peterson, home office supervisor. Mr. 
Peterson is a member of the Ottumwa, 
Ia., agency and he qualified for the 
‘Senior school” at Banff and the “Pre- 
mier Club” school following. He at- 
tended business college at Drake Uni- 
versity in Des Moines and at one time 
was a newspaper man at Ames, Ia. 


Michigan Life Field Changes 


Due to an error, Michigan field 
changes recently made by L. J. Trea- 
nor, executive vice-president Michigan 
Life, were credited in last week’s issue 
to the American Life. The Michigan 





Life’s Grand Rapids territory has been 
split into three sections. 
former general 


F. M. Smith, 


agent in Ithaca, has 








been appointed agency manager in 
Grand Rapids, handling the western 
and southern portions of the old terri- 
tory; C. E. Pett, former general agent 
in Niles, becomes agency manager in 
the new Kalamazoo office, covering the 
southern portion, and J. R. LaClear has 
been appointed general agent in Mt. 
Pleasant, handling the northeastern 
section of the old territory. 


Lieber with Ohio National 


DENVER, Aug. 1.—R. C. Lieber 
has been appointed state manager in 
Colorado for the Ohio National and 
has opened his offices in the Gas & 
Electric building here. Mr. Lieber has 
been with the Reliance of Pittsburgh 
10 years. For three years he was gen- 
eral agent in eastern Colorado, and fol- 
lowing this he was agency organizer 
for another three years, with office in 
Amarillo, Tex. He has spent the last 





three years as district manager in Den- 


The Ohio National has not had 





ver. y ; 
representation in Denver since TaSt 
October. 

Takes Charge of North Texas 


W. R. Williams has been appointed 
assistant manager at Dallas for the 
California-Western States Life. He will 
assist James L. Collins, superintendent 
of agencies, and will be in charge of 
north Texas. He was formerly Dallas 
manager for the Praetorians. 


Rogers Amarillo Manager 


The Bankers Life of Iowa has ap- 
pointed John E. Rogers manager at 
Amarillo, Tex. He succeeds T. 
O’Brien, who joins the Fort Worth, 
Tex., agency. Mr. Rogers was for- 








Crandall Is Appointed 


as Supervisor in Ohio 








KENNETH B. CRANDALL 


Kenneth B. Crandall has been named 


agency supervisor in Ohio for the Gen- 
eral American Life. His offices will be 
temporarily located at 743 Terminal 
building, Cleveland. For 15 years pre- 
vious to his affiliation with the General 
American Life Mr. Crandall was at va- 
rious times, cashier, group sales super- 
visor and assistant manager for the 
Equitable Life of New York. He is a 
past president of the Life Underwriters 
Association of Canton, O. 

The General American Life at pres- 
ent has general agencies or branches 
in the following Ohio cities: Cleveland; 
1912 High St., Portsmouth; 405 Lorain 
County Bank building, Elyria; 831 
Temple Bar building, Cincinnati; and 
921 Rankert building, Canton. 








merly with the Lincoln National Lif 
at Amarillo. 


Hodgins With Columbus Mutual 


R. I. Hodgins has been appointe 
educational director in Minnesota fo; 
the Columbus Mutual Life and he also 
will have a St. Paul agency. Mr. Hod. 
gins formerly was with the Minnesot 
Mutual Life. 








Pentz with Fidelity Union 


R. H. Pentz, formerly agency man. 
ager at Houston for the Amicable Life 
has joined the Fidelity Union Life of 
Dallas in the same capacity. 





C. S. Merriam With Union Central 


Appointment of Charles S. Merriam 
as assistant manager at Springtield, 
Mass., is announced by the Union Cen. 
tral. He will have charge of the Spring. 
field office which is under the super. 
vision of J. M. Woodhouse, Boston 
manager. 

Mr. Merriam formerly was with the 
Connecticut General 12 years at Spring. 
field, recently as unit manager. He 1s 
treasurer of the Springfield Life Under- 
writers Association. 





Green Assistant at Portland 


The Occidental Life of Los Angeles 
has appointed John S. Green assistant 
branch manager at Portland, Ore. He 
entered life insurance as an agent of 
the Northwestern Mutual Life in 1927 
and achieved an outstanding record as a 
producer. 





Life Agency Notes 








The Volunteer State Life has appointed 
R. M. Fountain manager at Tarboro, 
N. C. 

John N. Arbaugh has been named dis- 
trict agent of the Ohio National Life at 
Lansing, Mich. 

The United Life has established dis- 
trict offices in Wichita, Kan., with F. ¢. 
Thompson, formerly of Ft. Scott as dis- 
trict manager. 

A. J. Dale, Texas state manager for 
the Great Northwest Life of Spokane, 
has appointed B. F. Dickerson, formerly 
with the Great Republic Life, general 
agent at Trinity, Tex., and J. H. Poth 
general agent at Poth, Tex. 

I. E. Drake, insurance man of 15 
years’ experience, has been assigned 
southwestern Iowa, with headquartersat 
Williamsburg by the Guarantee Mutual 
Life of Omaha. 

E. C. Baldwin of Fargo, N. D., has be- 
come district manager for the Columbian 
National Life, with headquarters at Ful- 
ton, Mo. 

Guy F. Radley, who has been manager 
at Tulsa, Okla., for the Acacia Mutual 
Life, has become associated with the 
E. F. White general agency at Dallas 
for the Connecticut Mutual Life as per- 
sonal producer. 


Sales Congress at Home 


Lee M. Gillette, Detroit general agen! 
Penn Mutual Life, will be host to his 
agency force at a sales congress and 
dinner at his home, Aug. 5. Prospect: 
ing, approaches, policy contract anal- 
ysis, settlement options and motivation 
will be discussed by agency members. 
A lawyer will discuss descent and dis 
tribution of property, the advertising 
manager of a newspaper will talk on ad- 
vertising and its relation to life insur 
ance and two sales managers of large 
concerns will give sales methods at the 
evening session. 


Officials at Los Angeles 


The Los Angeles agency of the Gen 
efal American Life, W. D. Erwin, ger 
eral agent, held a luncheon meeting, © 
which Vice-president J. J. Morany: 
Judge Allen May, general counsel, a ‘ 
R. E. O'Malley, Missouri superinten™ 
ent of insurance, were guests 0 i 
Brief talks were made by Mr. Moree 
and Judge May, while Mr. oe 
gave an interesting address on, 
Broad Aspects of Life Insurance. 
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LIFE COMPANY 


CONVENTIONS 





Lamar Life Holds Convention 


Members of All-Star Club Have Outing 
at Biloxi, Miss., Following 
Agency, Meeting There 





The annual agency convention of the 
Lamar Life of Jackson, Miss., was held 
at Biloxi July 30-31. President Jesse 
Bounds welcomed the convention. 
Other officers speaking were Vice-presi- 
dents P. K. Lutkin and Dr. J. O. Se- 
gura, W. D. Owens, vice-president and 
secretary; E. G. Olden, superintendent 
of agencies; Roy B. Nelson, supervisor 
for Mississippi, and Rex B. Magee, ad- 
vertising manager. Ted M. Simmons, 
manager of agencies Pan-American 
Life, was also a speaker. 

A. Holifield, manager mortgage 
loan department; W. K. Fritz, under- 
writer; G. H. Brunson, agency depart- 
ment; Mrs. Jane Davidow, actuarial de- 
partment, and Miss Mary Kennedy, ac- 
counting department, were also present 
from the home office. 

Following the convention, members 
of the All-Star Club are having an out- 
ing of several days at Biloxi. Officers 
of the club this year are: Ran B. 
Schlater, president; Ernest Reddrick, 
first vice-president; R. O. Hardy, sec- 
ond vice-president, and W. C. Buckley, 
third vice-president. Officers of this 
club are chosen by the volume of gross 
premiums produced during the year. All 
of them are from Mississippi. 


Phoenix Mutual Men on Coast 


President A. M. Collens and Other Offi- 
ficials to Attend Leading Producers 
Conference in Yosemite Valley 








Arthur M. Collens, president of the 
Phoenix Mutual Life, is on the Pacific 
Coast to attend the annual conference 
of leading producers of the company in 
Yosemite Valley, August 4-6. Among 
these leading producers will be at least 
two “millionaires,” J. R. Montgomery 
of Philadelphia, member of the Million 


| Dollar Round Table, and Frank Engle 


of Tulsa, Okla. A number of home of- 
fice officials of the company in addition 
to President Collens will attend the 
osemite conference, including D. Gor- 
on Hunter, vice-president; James A. 
Giffin, assistant agency manager; John 

arus, vice-president and actuary, 
and George Cheney, assistant secretary. 

Address Special Meeting 


En route to Yosemite, President Col- 
pes and Vice-president Hunter ad- 
essed a special meeting of the south- 
>. California agency in Los Angeles, 
Lae A. Soper, manager, July 31. 
mpc Cheney and Larus will address 
ml meeting of the agency Aug. 3. 
: Is expected that Mr. Giffen will spend 
everal days in Los Angeles after the 
eemite conference and will address 
€ Soper agency Aug. 10. 

— C. W. Peterson was host at 
: pe we dinner in San Francisco Aug. 
Pay ed by the visiting officials, man- 
: rb eading producers and members 
fr ne. At noon of the same day, 
ha was host at a_policy- 
theres inner addressed by officials of 
‘abla On Friday morning two 
ey adors” representing the Peter- 
rede eency, having earned the honor 

&h production leadership, were 


Suest i 
breakfast President and Mrs. Collens at 


Followin 
Presid 
Ing h 


g the Yosemite conference 
oat and Mrs. Collens are return- 
me via the Panama Canal. 


; em Meetings in West 


Mey gdon, vice-president Business 
the Pacassurance, has left for a trip to 
inc Coast. En route he stopped 





at Denver and Troutdale to complete 
arrangements for the company’s All- 
Star meeting at that point. 

Mr. Higdon will hold meetings in 
San Francisco, Aug. 2-3; Seattle, Aug. 
9-10, for both Oregon and Washington 
salesmen; Salt Lake City, Aug. 19-20, 
for Idaho, Utah and Nebraska; Denver, 
Aug. 23-24, immediately preceding the 
All-Star convention at Troutdale on 
Aug. 28-30. 

M. C. McKay, assistant secretary, 
will join Mr. Higdon in San Francisco 
and will assist in conducting these 
meetings. 


Northwestern Mutual Agency 
Groups Elect New Officers 


In connection with the annual meet- 
ing of the Northwestern Mutual Asso- 
ciation of Agents in Milwaukee, the 
General Agents Association elected L. 
E. Allen, Atlanta, president to succeed 
A. C. Hoene, Duluth. B. J. Stumm, 
Aurora, IIl., is first vice-president; L. F. 
Larson, Portland, Ore., second vice- 
president and E. R. Gettings, Albany, 
N. Y., third vice-president. R. H. Pick- 
ford, Cedar Rapids, Ia., was reelected 
secretary-treasurer. 

The Agency Supervisors’ Association 
named R. W. Emerson, St. Louis, presi- 
dent to succeed P. L. Baldwin, Wash- 
ington, D. C. Hector Dodd, Chicago, 
succeeds Mr. Emerson as_vice-presi- 
dent, and Harold Kaufmann, Minne- 
apolis, was named secretary-treasurer. 

A. E. Miller, St. Louis, was named 
president of the Northwestern Mutual 
Chartered Life Underwriters; C. _ 
Schroeder, Denver, vice-president, and 
Warren Lundgren, Racine, Wis. secre- 
tary-treasurer. 

The District Agents’ Association 
elected Harold R. Hitt, Chillicothe, O., 
president; R. L. Theisen, Lincoln, Neb., 
vice-president and Plummer, 
Rockford, IIll., reelected secretary-treas- 
urer for the eighth consecutive term. 


Great-West Life Managers 
Hold Regional Conferences 


Under the direction of H. W. Man- 
ning, assistant general manager, agency 
managers of the Great-West Life have 
held three successful regional confer- 
ences. Assisting Mr. Manning were 
Gordon C. Cumming, supervisor of field 
service, and D. R. Ferguson, inspector 
of agencies. For the most part, the 
gatherings took the form of thought- 
provoking round table conferences. On- 
tario managers, and some of _ their 
American colleagues, met in Niagara 
Falls, Ont. A highlight of this series 
of meetings was a talk on “Planned 
Estates Selling,” by W. P. Worthing- 
ton, superintendent of agencies Home 
Life of New York. Managers from 
Quebec and the Maritimes met at the 
Chateau Frontenac in Quebec. West- 
ern managers, Canadian and American, 
gathered at Calgary. 

















The 1936 field club convention of the 
Mutual Life of New York will be held 
; ey — Astoria, New York City, 

une 4-5. 








NEW YORK NEWS 

















INSURANCE INSTITUTE GRADUATES 


E. R. Hardy of New York, secretary 
of the Insurance Institute of America, 
which condycts examinations in fire, 
casualty and life insurance, has an- 
nounced that in 1935 there were 270 
students who finished the institute 
course and will receive a final certifi- 
cate. This is a larger number than has 
ever before graduated. Of the grad- 
uates, there are five from Connecticut, 








six from Massachusetts, three from 
Maryland, 34 from New Jersey, 94 from 
New York, seven from Pennsylvania, 
one from the District of Columbia, two 
from Alabama and five from Georgia, 
14 from Louisiana, three from North 
Carolina, two from Illinois, 19 from 
Iowa, five from Ohio, five from Cali- 
fornia, seven from Washington, one 
from Hawaii, one from the Philippine 
Islands, two from Alberta, 24 from 
British Columbia, 20 from Manitoba, 
one from New Brunswick, six from On- 
tario, one from Quebec and one from 
Saskatchewan. 
* * * 


CONNELL AGENCY’S RECORD 


The Clancy D. Connell Agency of 
the Provident Mutual in New York 
City shows a remarkable sales record 
for the first six months of the year. 
The quota set for that period was $2,- 
400,000. Paid-for business amounts to 
$2,632,367, and that written is $4,027,- 
967. 





Claims Mortgages 
Still Are the Best 


A. D. Theobald, director of education 
and research for the American Savings 
Building & Loan Institute, states that 
98 percent of the mortgages on homes 
have weathered the depression. Real es- 
tate experts, therefore, regard the mort- 
gage as the safest of investments. Life 
companies, building and loan associa- 
tions and savings banks hold $12,000,- 
000,000 of the $21,000,000,000 invested in 
real estate mortgages, according to Mr. 
Theobald. He stated that 98.5 percent 
of the total life insurance assets is per- 
fectly safe. Mr. Theobald declares that 
his investigation shows that the mort- 
gage is held as the highest class form of 
investment. 





The Midwest Life of Lincoln, Neb., has 
been licensed in Oklahoma. It withdrew 
in 1932 after having operated there for 
several years. 





Hts the Prudential Way 


This company’s Field Repre- 
sentatives have been widely 
commended for their service and 


cooperation. 


This spirit, however, is not 
confined to them alone. 


It is a Prudential ideal that 
service to the people and 
to those who insure lives 


isa FIRST DUTY. 


Let us 


Home Office - 


cooperate with you. 


Che Prudential 


Insurance Company of America 


EDWARD D. DUFFIELD, President 


Newark, New Jersey 
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Oklahoma Bill Is Unsigned 


‘Mr. Zettler was in La Crosse, Wis., to 










Commissioner Read Believes Procedure 
Put in Effect Curb on Stipulated 
Premium Companies 





OKLAHOMA CITY, Aug. 1—The 
fate of HB. 442, which seeks to place 
stipulated premium companies writing 
industrial life, health and accident insur- 
ance in Oklahoma under supervision of 
the insurance commissioner in the mat- 
ter of policy forms, investments and 
similar matters, still hangs in the bal- 
ance. The measure was passed by both 
houses, went to the governor’s desk and 
was sent by him to the secretary of 
state for filing, along with a number 
of other bills. All the other bills had 
been signed, but his signature was mis- 
sing on 442. 

The Oklahoma statutes provide that 
when a bill reaches the governor’s desk 
after the legislature has adjourned, it 
must be approved within 15 days or it 
dies by pocket veto. 

Commissioner Jess G. Read, who 
sponsored the bill, contends that the 
facts that the chief executive did not 
stamp it with a definite veto, nor let it 
die by pocket veto, and that he did 
transmit it to the secretary of state for 
filing, constitute his approval, and in- 
dicate that the missing signature was 
an oversight. He has asked the at- 
torney general for an opinion as to the 
status of the measure. 

If it should become a law, all such 
companies would be required to submit 
policy forms to the state insurance com- 
mission for approval and to make in- 
vestments in such securities as are re- 
quired for other insurance companies 
operating in the state. 





Conference at Detroit 


DETROIT, Aug. 1—More than 200 
salesmen of the Western & Southern 
Life from all parts of Michigan, in- 
cluding the entire personnel of the four 
Detroit offices, attended a two-day sales 
conference here. C. F. Williams, presi- 
dent, presided, and was the principal 
speaker, aided by Vice-president C. M. 
Williams and J. R. Williams, of the 
home office. 





Metrepolitan Meetings Held 


OSHKOSH, WIS., Aug. 1—About 
125 representatives of the Metropolitan 
Life attended a sales congress and 
banquet here. Agents from Green Bay, 
Madison, Wausau and Oshkosh _at- 
tended, M. H. Lewis, district manager 
here was in charge. L. J. Zettler, north- 
West territory superintendent of agen- 
ces, QO. T. Carrington, agency sales in- 
Structor, and B. K. Bass, supervisor, at- 
tended. Previous to going to Oshkosh, 


address a meeting of agents from, Wi- 
nona and Rochester, Minn, 


Koehler Detroit Manager 


eet visor C. C. Koehler has been 
th ot to manager of Detroit 1 by 
- pnponal Life & Accident, succeed- 
rad - H. Skinner, who has been trans- 
ed as manager to Louisville 1. C. 
atris, formerly at Louisville, has 











lin. He became superintendent at St. 
Johnsbury, March 3, 1930. Mr. En- 
man succeeds J. H. Callahan, who re- 
cently retired from active service. 
The headquarters are at 70 Warren 
street, Roxbury, Mass. 





Boston Mutual Changes 


A number of changes in the field are 
announced by the Boston Mutual Life. 
H. J. Foley, formerly assistant super- 
intendent at Boston, becomes superin- 
tendent at Allston; E. E. Mackay, for- 
mer superintendent Boston, becomes 
superintendent at Cambridge; C. W. H. 
Burland is advanced from assistant 
superintendent at Chelsea to superin- 
tendent there; D. J. Sullivan is ad- 
vanced from assistant superintendent at 
Malden to superintendent at Salem, and 
C. B. Powers, formerly assistant super- 
intendent at Springfield, becomes super- 
intendent at North Adams. 

A silver cup for the district of the 
Boston Mutual having the largest 
amount of ordinary and industrial aver- 
age per man goes this year to the Wal- 
tham district. During the campaign the 
company received well over $1,000,000 
of ordinary and $1,000,000 of industrial. 

The Boston Mutual is now. introduc- 
ing a testimonial contest in honor of 
W. H. Moody superintendent of agen- 
cies, running from May 1 to June 30. 





Two New Managers Named 


E. L. Clark has been appointed man- 
ager of Chicago No. 4 by the Wash- 
ington National. He started with the 
company eight years ago in St. Louis. 
Lately he has had the title of special 
representative. 

N. Donahue, field superintendent 
in Cincinnati, has been made manager 
in Columbus, 





Win Trophy Permanently 


Manager W. G. Evans and his Steu- 
benville, O., staff of the Equitable Life 
of Washington, D. C., won permanent 
possession of the company’s Allen C. 
Clark trophy which is given for leader- 
ship in joint results. To obtain perma- 
nent possession it was necessary to win 
it three times. 








ASSOCIATIONS 


Large Pittsburgh Congress 








Pointers Presented for Increasing Sales 
—Experts Analyze Various Phases 
of Selling 





Over 500 life underwriters attended 
the annual sales congress of the Pitts- 
burgh Life Underwriters Association. 
Henry W. Abbott, general agent, Mas- 
sachusetts Mutual Life, in discussing 
“Is There a Selling Process?” said that 
there is a definite sales procedure which 
a man can get from another and adapt 
to his own use. Knowledge and enthu- 
siasm are, of course, necessary and fol- 
lowing this the general order of the 
selling process is: 1—prospecting; 2— 
approach; 3—interviews and 4—present- 
ing the solution or closing. 


Splendid Talks Given 


R. S. Koehler, special agent, Mutual 
Benefit Life; M. B. Cohill of the Woods 
Agency and E. C. Johnson, associate 
general agent Penn Mutual, spoke on 
different phases of the selling process 
from the standpoint of “why” and 
“how.” A talk on streamlining the sales 
approach was given by Carroll Travis, 
sales manager for a Pittsburgh baking 
company. Prof. Hubert Greaves of 
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speaking, discussed “Personality in 








PUBLIC ENEMY No. 1 
DISABILITY 


DISABLED MEN NEED 
THESE 4 THINGS 


They need a definite, guaranteed income, supervision 
free, about which there is no worry. 


They need this income regardless of the cause or type of 
disability. 

The basis for payment must be inability to work, rather 
than house confinement. 
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Business,” emphasizing the value of 
tone, voice and carriage in speaking. 
Professor Greaves urged the agents to 
do all they can to develop flexibility of 
body and voice, spending at least 15 
minutes a day practicing proper pos- 
ture and facial expression; to stand 
properly, walk properly and in carrying 
out these functions to learn how to 
relax. Poise, which he termed the 
physical science of mental alertness, 
must be cultivated just as personality is, 
he said. The best way to learn to speak 
well and confidently is to do so as often 
as one can find a listener. Paul 





Speicher, Indianapolis insurance lecturer 

concluded the program. 
* * * 

Indiana Association Incorporates 


The Indiana State Association of 
Life Underwriters has filed articles of 
incorporation. The incorporators are 
Homer L. Rogers, Herbert A. Luckey 
and Francis P. Huston. 

* * x 

Birmingham, Ala.—J. A. Witherspoon 
of Nashville, general agent Pacific Mu- 
tual Life and one of the trustees of the 
National association, was the guest 
speaker. He said that only 2 percent of 
the people are capable by temperament 
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Southland Life has developed one of the most pro- 
ductive advertising themes in the industry. Ask ““Tex’’ 
Bayless, our general agent in Houston. With this 
novel, sales-effective advertising he produced nearly 
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and experience of successfully investing 
their earnings. Therefore life insurance 
has a great mission to perform. He out- 
lined 10 forms of investments and stated 
that $40,000,000,000 was lost in the stock 
market. He said that some $25,000,000,000 
is lost annually through purchase of 
capital stock and payment of expense 
of organizations that never succeed. Mr. 
Witherspoon feels that during the next 
20 years there will be a great era of life 
insurance buying. The association voted 
to support L. O. Schriver of Peoria, IIL, 
for president of the National associa- 
tion. H. J. Roseman, superintendent of 
agents, southern division of the Equit- 
able of New York, and John B. Strad- 
ford, president Montgomery association, 
were present as guests. 
* * xX 

Cleveland—The Cleveland association 
is planning to get 100 new members by 
Sept. 1. The drive will start Aug. 1. 
W. H. Saitta, Metropolitan, vice-presi- 
dent of the association, is chairman of 
the membership committee. The asso- 
ciation had a membership of 475 on 
July 1. 

* * x 

Erie, Pa.—Officers were elected as fol- 
lows: Charles Silver, Metropolitan Life, 
president; C. J. Frey, Mutual Life, first 
vice-president; C. M. Dale, Provident 
Mutual Life, second vice-president; and 
G. S. Bullock, Equitable Life of Iowa, 
treasurer. D. Miller, Pennsylvania 
Mutual Life, will continue to serve as 
secretary. Mr. Frey was elected national 
executive committeeman, 

*x* * x 

Hastings, Neb.—The new officers are: 
T. C. Young, president; John Knox- 
vice-president, and S. B. Parker, secre- 
tary-treasurer, 

The guest speaker was Edward 
Frerichs of Lincoln, assistant superin- 
tendent of agents Security Mutual Life. 

* *K x* 

Monterey County, Cal.—F. W. Bland of 
San Francisco, Pacific Coast manager of 
The National Underwriter, was the 
speaker at a dinner held at Salinas, Cal. 
Mr. Bland set forth the value of the 
life underwriters association, told how 
to use the exhibit of claims paid and 
presented some of the basic elements of 
salesmanship. 

* * * 

California—The state association at a 
meeting in Fresno Saturday will elect 
new officers. Kellogg Van Winkle, Equi- 
table Life of N. Y., Los Angeles, is the 
retiring president. Arch Brannic, Occi- 
dental Life, Sacramento, is being men- 
tioned as the successor. 

One of the principal addresses will be 
by John H. Riordan, Life Presidents As- 
sociation, on “The importance of the 
state association in the light of its 
1934-1935 accomplishments.” 

* * xX 

New Hampshire—W. E. Johnson was 
elected president of the New Hampshire 
association at the annual sales congress 
here. He is connected with the Mutual 
Benefit at Manchester. Vice-president is 
R. P. Burroughs, National Life of Ver- 
mont, Manchester, and secretary, F. L. 
Moran, New York Life, Manchester. 

* kK 

Sacramento, Cal.—A. C. Brannic, Occi- 
dental Life, is the new president; vice- 
president is R. E. Murphy, Lincoln Na- 
tional; and secretary, T. G. Elwert, Penn 
Mutual. 


Credit Funds in 
Large Amounts 


(CONTINUED FROM PAGE 1) 


all funds invested, getting what they can 
for their money, but at all events get- 
ting it out working at some price. Un- 
less an agent knows that practice, he 
cannot gauge the true meaning of a 
change in interest rate. 

Many methods, all within accepted 
bookkeeping practices, may account for 
differing results. No criticism is justified 
on these methods which come within 
recognized safety standards. 

A company may set up the loan on an 
entirely new basis, where the values 
permit, placing a larger mortgage upon 
the property and charging part of the 
increased loan to unpaid interest thus 
increasing the interest return. Another 
company may have done little or none 
of this. Again when a company fore- 
closes and gets title to property, it may 
follow the practice of letting the book 
value of the loan remain unchanged; it 
may take credit for the full value of the 
property or where the value is less than 








the amount of the loan, it may mar 
down the value on its books or it may 
not. The choice is often present ¢ 
taking a capital loss or showing an jy. 
terest loss. 

Treatment of Rent Income 


And too there is the different treg. 
ment of rent. Some companies my 
use the rent and charge it to interes 
Another company may use the rents t) 
reduce the principal. Another company 
might use the rents to pay taxes due. 

On the enormous investments ¢ 
larger companies, a combination of they 
factors would make a difference in th 
interest rate showing. But no wort 
while judgment could be passed by a 
agent upon differences in interest earp. 
ings unless he were thoroughly familia 
with company practices and it is safe 
to say that no agents possess this infor. 
mation since only the most careful jn. 
vestigation and examination of a com. 
pany’s books and transactions woul 
disclose with accuracy what the practice 
had been. Most of the companies have 
followed a conservative course. An 
agent therefore needs to be extremely 
careful about any conclusions based 
upon a bare examination of interest 
earnings tables. And he would need to 
be an investment expert with nothing 
else to do if he hopes to form close 
judgments on company earning fluctua 
tions. 


Life People Seek 
to Raise Sights 


(CONTINUED FROM PAGE 3) 


able income they must get their sights 
raised. A number of non-participating 
companies, especially of moderate or 
small size, got their rates down even 
on the regular forms to a comparatively 
low figure in order to compete with the 
bigger non-participating institutions. 
They purposely put out special policies 
at preferred rates to appeal to substan- 
tial buyers. The loading on these poll- 
cies was shaved and therefore the sav- 
ings are not considerable. Undoubtedly 
many companies are endeavoring to 1- 
fluence their agents to talk the old time 
insurance and get back to normal ways. 


Lapse Ratio Is Higher 








A number of agents who sell lower 
priced policies find that the lapse ratio 
is much higher. The policies that carry 
some reserve and which grow more va- 
uable as time goes on are not so SUS 
ceptible of lapsing. Agents that have 
had experience with both kinds of pol 
icies say that the arguments for holding 
the higher priced forms are far mort 
formidable and convincing. 

While some agencies have gollt 
strongly to the lower priced forms 
others have endeavored to hold their 
salesmen in line and not veer so far out 
of the regular course. Many agents did 
depart from the old beaten path and 
got into the annuity field but the ™ 
surance they sold was largely ordinaty 
life. Companies find that when they 
want to discourage the sale of a partici: 
lar form of policy, if the commissiog * 
reduced the response is usually grat!” 
ing. 


Banks Establishes Service 


E. S. Banks, well known Philadelphi 
insurance correspondent, who has — 
connected with the “Evening Ledger 
his city, having! served in an —, 
position for 10 years with the yn 
Martin newspapers, has resigned om 
opened an advertising agency and ob 
lic relations bureau. His tempore 
avarters will be at Penfield, i 
Darby, Pa. He will specialize on «4 
ance advertising and publicity wom ate 
the time being he plans to concen oat 
his advertising plans for agents stink 
brokers, mapping out business ge " 
campaigns. Mr. Banks has been ie 


years in the daily newspaper field. 
had charge of the publicity cam vt 
when the National Association of In 
ance Agents met in Philadelphi 
years ago. 
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Salaried Agent Is 
Not Yet Practical 


(CONTINUED FROM PAGE 1) 


takes place when sales are made. Ex- 
erienced men are assigned to the task 
of interviewing successful salesmen, ac- 
companying them on their calls, ob- 
serving their methods and seeing just 
what succeeds and what doesn’t. Full 
written records of these interviews and 
observed calls then become source ma- 
terial out of which an effective training 
course or manual can be built. 

In its work of helping to increase 
sales in a wide variety of industries, 
fom the automobile mechanic to the 
highest type of professional salesman, 
Trade-Ways has found that the only 
way to get worth while ideas is to study 
men doing the best job. Each field has 
its own problems, but somewhere, in 
every line of business every sales prob- 
lem has been solved by someone, al- 
though almost never have all the varied 
problems been licked by any one man. 


Not Analytical 





Salesmen 


Too much reliance should not be 
placed on the practice of getting sales- 
men to “send in their ideas” as con- 
tributions to a manual. ‘“Salesmen al- 
most never do what they say they do 
in making sales,” said C. Y. Belknap, 
executive vice-president of Trade-Ways. 
“Consciously or unconsciously, when 
they describe their methods, they try to 
put themselves in a good light, to make 
it appear that they say the things that 
the manager thinks they should say. 
Often the really important factors in 
making a sale are overlooked by them, 
being taken as a matter of course. 

“Once we showed a group of more 
than 200 salesmen a list of main selling 
points and asked them to mark them in 
the order of the frequency with which 
they used them. When these men were 
observed on the job, the frequency of 
the points they had listed as 1, 2, and 3 
was actually 12, 15, and 19, respec- 
tively, 

First Hand Observation 


_ “Effective sales training aims primar- 
ily at showing salesmen how to do the 
specific things that land sales in their 
particular field. General principles, 
while quite true, have only a limited 
value in sales training. Most men are 
not capable of translating basic princi- 
ples into actual practice. But we can 
teach them specific ways of doing 
things when they have faith that these 
methods will work. And the fact that 
a method is based on first-hand obser- 
vation goes a long way toward inspir- 
ing such faith. 

“The success of our work does not 
depend upon creating new sales meth- 
ods. If we deserve credit is for per- 
sistence in seeking the successful meth- 
ods and for knowing a good idea when 
we find one. The actual ‘writing’ of a 
sales manual is the smallest part of our 


work. The main effort goes into dig- 
sing out the facts upon which to base 
the manual.” 


Adopted in Life Insurance 


In the life insurance field Trade-Ways 
Prepared the systematic sales training 
plan used by the Northwestern National 
fe. That company gives the plan 
credit for a large share in the fine show- 
rd eat has been made since it was 
foduced shortly after the bank mora- 
mum in 1933. Despite demoralized 
a, conditions resulting from the 
: atorium, the Northwestern National 
Perienced one of the largest periods 
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New England Mutual Is Not 
to Change Surrender Basis 





(CONTINUED FROM PAGE 1) 


he estimated, it is between 7 and 8 per- 
cent. 

Surrenders for cash are materially 
less. Total disbursements during the 
first six months were $23,000,000 leaving 
a balance of $18,000,000 as compared 
with $4,662,000 for the first six months 
of 1933. Assets of the company now 
stand at about $318,000,000. 

Mr. Smith discussed the problem of 
investments. The company, he said, is 
currently investing. In the first six 
months of this year, $19,400,000 was in- 
vested in new securities aS compared 
with $8,400,000 in the same period last 


year. Despite this increase in invest- 
ments, the cash balance is decidedly 
higher. First-class bonds bring a most 


“uninteresting yield,” he pointed out. 
Investors are faced with a wave of re- 
funding operations brought about by 
the government control of yield. The 
movement was given impetus when 
Secretary of the Treasury Morgenthau 
found he could get bids on a yield less 
than that established by the treasury. 
Recently treasury notes maturing in five 
years were sold at a yield of only 1% 
percent. Until two weeks ago the gov- 
ernment had not brought out a long 
term issue. To buy government bonds, 
an investor must go beyond five years 
to get over 13% percent interest. Sixty 
day treasury notes yield only five one- 
hundredths of 1 percent. The New 
England Mutual during the first six 
months of 1935 invested $8,000,000 in 
government bonds. 


Refunding Operations 


He said the refunding operations are 
bringing a lower yield along the line. 
On bonds that used to yield 5 percent, 
the substitute issue is now yielding 3 
or 3% percent on a 30-year basis. Fur- 
thermore the investor does not have 
privileges, that is, he is not permitted 
to buy an amount of refunding bonds 
equal to his holdings in the old issue. 
On the average, the investor gets about 
one-third of the amount of the refund- 
ing issue that he owned of the old issue. 

Mr. Smith voiced the belief that the 
fear of inflation is less today than it has 
been. There is less indication of real 
inflation than there was six months ago. 
Some .modified inflation such as oc- 
curred in 1928 and 1929 may be in store. 
Even today some stocks are selling on 
almost as high a ratio to future earnings 
as in 1929 and bonds are at a great pre- 
mium. However, he is firm in his be- 
lief that there will be no developments 
that will take away the value of the cur- 
rency. In any event, he said, the life 
insurance that is paid to a family is 
usually much more than that which was 
paid in for premiums and that fact 
should offset the consequences of any 
inflationary development. 

The Swanson agency has been in ex- 
istence only slightly more than four 
years. Mr. Swanson has been doing 
effective work in a quiet way and his 
record in June is fruition of the spade 
work. 

Two other Chicago general agénts of 
the New England Mutual attended the 
dinner and they responded graciously 
to introductions. They were Julius 
Meyer and E. B. Thurman. Mr. Swan- 
son called on some of the members of 
the agency, including Cashier Charles 
Boss, Frank Lodge, Ralph McCasky, 
Herrold Schmitt, W. K. Holsinger and 
Harry Benner. In introducing Mr. 
Smith he presented him with 16 applica- 
tions for $103,000 which had been writ- 
ten in a one-day drive the day before. 

Among the guests was John Hill, 
editor of the “Log” of the New Eng- 
land Mutual. 


Commissioner in Hospital 
Insurance Superintendent R. L. Bowen 
of Ohio is in the University of Cali- 


fornia hospital, San Francisco, following 
a hernia operation. 
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SAKAKA-WEA 


Sakaka-Wea 
symbolizes the 
principles of 


PROVIDENT LIFE 


Each year brings greater public reverence for 
the courageous Sakaka-Wea who blazed the trail 
to the Pacific for the Lewis and Clark Expedition. 


Sakaka-Wea's great strength, vision, and willingness to serve, 
so typify the principles which Provident Life set for itself, that 
since the company's organization in 1916, Sakaka-Wea has 
been its trademark. Just as Sakaka-Wea was determined to 
reach a definite goal, so Provident Life has gone forward to 
greater success in each of its 19 years. 


Provident welcomes contact with prospective policyholders and 
progressive agents alike. ai 
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Six Modern Legal 
Reserve Contracts 


@ Ordinary Life 

@Twenty Payment Life 
@Endowment at Seventy 
@Twenty Year Endowment 
@Family Income 

@ juvenile 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for forty-four years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 
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Write for particulars and 
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PETER F. GILROY, President 


1447 TREMONT STREET 
PENVER, COLORADO 














NEWS OF THE FRATERNALS 





Societies Fare Well in Year 


Legislators in Many States Exempt 
Them Specifically from Tax, Code 
Regulatory. Bills 








Most of the legislatures have in spe- 
cific provisions exempted the fra- 
ternals from taxation, regulatory and 
code bills, according to a report by John 
Sullivan, legislative counsel of the 
Modern Woodmen, for years one of the 
most active leaders in the fraternal field. 
This showing, which he said never be- 
fore was duplicated in a legislative sea- 
son, is regarded as indicating a defi- 
nitely friendly and appreciative attitude 
of legislators toward societies because of 
their social welfare services. it is re- 
garded as particularly significant be- 
cause state legislatures were faced this 
year by demands for greatly increased 
revenue. 

More Exemptions Expected 


Florida’s S. B. 818 was an illustration 
of the attitude of legislators toward the 
societies in the past six months. In the 
form of a resolution, it empowered mu- 
nicipalities to relieve non-profit corpora- 
tions of tax liens against property ac- 
quired for social, fraternal, benevolent, 
charitable, civic or patriotic activities. 

Societies also were eliminated from a 
number of burdensome and exacting 
measures in which the specific exemp- 
tion was not carried. In an Alabama 
bill it was sought to redefine societies 
by including them in the definition ot 
“insurance companies,” proposing, in ef- 
fect, the transformation of societies into 
“companies.” The bill resembled the 
Missouri code bill, which sought the 
same end by different means. 
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Gives authoritative information on all Socie- 
ties of the United States and Canada having 
the one million or more in force, treating them as 
rae legal reserve or assessment organizations ac- 
cording to their actual plan of operation. 


Shows 
actual cost of insurance to members admitted 
at the present time, and essential features of 
the contracts. Includes a brief history of each 
Society’s readjustments, mergers or reinsurances. 


A special tabulation of Insurance in Force on 
the various Reserve Bases is included for over 
200 Societies. 


financial and actuarial condition, 











Among the kinds of bills in which 
legislators embodied exemptions of fra- 
ternals were regulation of “wildcat” 
companies, associations, etc.; taxation 
nieasures of every kind, including pre- 
mium, franchise, excise, income, sales, 
occupation, intangibles, inheritance, 
gifts, personal property, privilege, etc.; 
revised, amended and new codes, and 
licensing. 


Early Evils Are Now Avoided 


Secretary Ray of Modern Woodmen 
Shows Increase in Longevity, Drop 
in Average Age 








National Secretary Ray of the Mod- 
ern Woodmen has compiled figures 
showing that the fraternal is working 
steadily away from conditions that con- 
stantly menaced fraternals in the earlier 
years of their existence, especially the 
yearly increase in average age of mem- 
bership. At the end of 1934 the average 
of the entire membership was 49.4 years, 
a reduction, while longevity rate is in- 
creasing. The average age at death of 
members last year was 63.43 years, 
where in 1929 it was but 60.07 years. 

A larger number of persons at aver- 
age younger years are being written. In 
1932 this average was 31.04 years, while 
last year it was 29.76 vears. Mr. Ray is 
also counting on the increased popu- 
larity of juvenile insurance, covering 
persons under 16 years, aS an aid in 
banishing the old bogey. The Woodmen 
now has 20,000 juvenile members. 


German Fraternal Order Is 


Expected to Be Liquidated 


The Illinois department has made an 
examination of the fraternal German 
Order Der Harugari of Chicago, as of 
Dec. 31. The report states that it con- 
ducts its affairs very economically, pays 
its obligations promptly and follows a 
conservative investment policy. The 
membership is limited and is not be- 
ing increased due to the desire of the 
present members to conserve the assets 
for ultimate distribution among them- 
selves. The society was chartered by 
an eastern grand lodge in 1862 and was 
incorporated in Illinois in 1877. While 
the society has taken no official action 
regarding dissolution, the subject has 
had serious consideration and it is 
tacitly understood, according to the re- 
port, that as soon as the assets amount 
to a sum that will enable each certifi- 
cate holder to receive the face amount 
of his policy, steps to dissolve the or- 
ganization will be taken. It has assets 
of $128,040, liabilities of $324. Its total 
income last year was $13,805 and dis- 
bursements $12,900. It has $163,200 in- 
surance in force. 


Yeomen Mutual Takes Action 
Following the lead of the Maccabees, 








|} the Yeomen Mutual Life of Des Moines 


is seeking to disqualify the state court 
from jurisdiction in cases pending in 
Oklahoma against 52 fraternals involv- 
ing attempt to collect back taxes, fees 
and penalties claimed. Decision is 
asked from the court of District Judge 
E. R. Hill, himself, rather than from 
the state supreme court which, in the 
Maccabees case recently ruled the state 
court had such inrisdiction. The case 
before Judge Hill was postponed to 
Aug. 16. 


Three Win Preliminary Tilt 

Three Tipton, Ia., men won a pre- 
liminary victorv in their attack on mer- 
ger of the Independent Order of For- 
esters, Toronto, and Modern Brother- 
hood, formerly of Mason City, Ia., in 
the court of District Judge W. ‘ 
Scott at Davenport, Ia. Judge Scott 





ordered the former association to pro- 





duce its records for inspection in the 
court clerk’s office in Davenport, Aug 
20. These records, according to the 
plaintiffs, S. G. Frink, W. G. Maken. 
son and R. H. France, are evidence to 
substantiate charges that $750,000 was 
improperly paid the C. R. Parks Sery. 
ice Company of Chicago and former of. 
ficials of the M. B. A. by the Forester; 
in order to negotiate the deal. The dis. 
pute, due to question of the courts 
jurisdiction because the Foresters’ 
headquarters are located in Canada 
may go to the Iowa supreme court, 


Book Used Against Tharp 

LANSING, Aug. 1.—In asking the 
dismissal of the petition of Bertram (, 
Tharp, of Detroit, who is seeking a writ 
of mandamus to force Commissioner 
John C. Ketcham to renew his license 
as an insurance counselor, particular at. 
tention is given to Tharp’s book, “In- 
side Facts of Insurance.” It is declared 
the book is prima facie evidence that 
he is a foe of life insurance and man- 
testly unfit to fulfill the functions of an 
insurance counselor. It is set forth that 
the book, written and copyrighted in 
1933, came to the attention of the de. 
partment during the second year that 
Tharp held a license. It is declared the 
book shows he does not understand or 
have such knowledge of insurance as 
would entitle him to make surveys or 
analyses of life insurance holdings for 
the purpose of advising clients. 

It is pointed out that Tharp and two 
associates lost their licenses in Ohio, 
the two colleagues unsuccessfully ap- 
pealing to the courts while Tharp 
moved to Michigan. It is asserted that 
many errors, inaccuracies and mislead- 
ing conclusions were detected in his 
analyses by departmental actuaries. 


Trust Fund Tax Ruling 


MILWAUKEE, Aug. 1.—Ruling 
that the income of a $115,000 life insw- 
ance trust fund set up by George H. 
Russell, wealthy Milwaukee insurance 
man and former head of the George H. 
Russell Co., local agency, who died in 
1929, is taxable each year, the Milwau- 
kee county board of income tax review 
has sustained John H. Leenhouts, state 
assessor of incomes, who made the orig- 
inal ruling, In his will Mr. Russell 
provided that not less than 3 percent o! 
the income should be divided among his 
wife and two daughters. The fund is 
to be paid to several grandchildren 
when they become 30 years of age. An 
inheritance tax was paid on the trust 
fund, and Mrs. Russell and her daugh- 
ters had claimed the income of the fund 
should be tax free. 


New Jersey’s New Laws 


Among the insurance measures which 
have become laws in New Jersey are 
an amendment which clarifies the act 
regarding applicability of standard pro- 
visions for life policies containing addi 
tional benefits for accidental death; bil 
increasing capital requirements for do 
mestic companies and strengthening re 
quirements for admission of foreigh 
companies; measure setting up capitd 
requirements for conversion of mutual 
companies into stock companies. 


Boli with Dallas Company 


L. G. Boli, with the conservation de 
partment of the Business Men’s Assur 
ance the past year or two, and pft 
viously an executive of the Nation! 
Savings Life, has been named witt 
president and secretary of the Guaranly 
Reserve Mutual Life of Dallas, Tex. 


Company Held Not Liable 

The Nebraska supreme court in Neett 
vs. New York Life and Harry Lee, ot 
of its agents, ruled that the company " 
not responsible for the action of 
solicitors where they are employed 
commission, and does not prescribe the 
means by which the agent’s work ® 
accomplished nor require him to devott 
his entire time to the company’s servitt 
The court set aside $5,000 — judgmet! 
granted in a lower court, dismissing t 
case as to both defendants. 
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SALES IDEAS AND SUGGESTIONS 











Gives Symposium of Closes 


Successful Agents of Northwestern Mutual Tell Their Methods 


at Meeting of Field Men’s 


Association 


in Milwaukee 





emcees 2" 


Many good closes were brought out 
in the “broadcast hour” at the meeting 
in Milwaukee of the Northwestern Mu- 
tual Life’s agents’ association. Some of 
the briefer ones were: 

ANDREW B. DYGERT, MINNEAPOLIS 


When an application has been writ- 
ten and no payment made, I often say 
“When do you want to pay for this, 
now or when the policy comes in?” If 
he says, “When the policy comes in,” 
then I hand him a note payable on de- 
livery. This often gets cash. When it 
does get a note, the note is paid on 
delivery and does away with the neces- 
sity of reselling the policy. 


JOHN 0. TODD, MINNEAPOLIS 


In connection with closing ideas, I 
made a discovery which I have used 
effectively in presentation of the retire- 
ment income idea, and this is used at 
the close to get action, when, because 
of the long time ahead there seems to 
be no immediate occasion for action: 

“Mr. Prospect, it will probably sur- 
prise you to hear that to accumulate 
any given sum over 20 years, it will 
require 33 percent more per year than 
if you gave yourself 25 years in which 
todo the job. Thus you may say today 
that saving money is too difficult and 
since you have 25 years in which to do 
it, you will wait five years before you 
start. If you are fortunate enough to 
earn 4 percent compound interest, and 
you want to save $25,000 by the time 
you are 60, now at the age of 35 you 
could accomplish that goal by starting 
to save approximately $600 a year. 
However, if you wait five years it will 
be necessary to save more than $800 per 
year,’ 


STERLING YOUN 1, ag KNOXVILLE, 


Since the time it became impossible 
to take notes, March 4, 1933, most of 
my insurance has been ordered on ap- 
Proval. I am not sure that I have paid 
even one medical since that date. 

Always I do everything possible to 
deliver the insurance, but if all fails, I 
tell the prospect I am sorry, thank hint 
and start to leave. Upon reaching the 
oor, I say, “Mr. Prospect, I find many 
men like you, and as you know it is 
hard to sell insurance today, conse- 
quently I must carry a sideline which 
helps me to make a living. I am won- 
dering if you would be interested.” 

The answer is, “What is it?” 

Well, Mr. Prospect, I am selling 
cork, done up in 12-pound packages. 
Nould you be interested?” 
haNinety-five percent of the _ replies 
ave been, “What in H—— would I do 
with 12 pounds of cork?” 

F ;OU are sure you would have no use 
or it?” 

Answer—always “No!” 

a All right, Mr. Prospect, let us say 
er were on the Morro Castle and you 
fre in the ocean just about ready to 
bbe and I came along in a boat 
< oltered to sell you this cork, would 
og be interested?” (The policy is in 
rig = and I make gestures with it 
telling my story.) The answer is 
aways, “Certainly!” 
as. vw! Mr. Prospect, if you were in 
mn > Kk would not be there to sell 
sh on cork. This you should look 
wer before you take your trip, and so 


more life insurance and that will be 
the one thing you cannot get. The med- 
ical department of my company has 
stamped its approval of your insurabil- 
ity by issuing this policy, and you may 
have it now.” 


HERSTER BARRES, NEW YORK 


As for the “Close” one I have used 
very successfully, I got from Bill Allen. 
Bill states B. L. Hupp, president of 
Loose-Wiles Biscuit Company, owns 
over a half million dollars paid-up insur- 
ance and will never retire with worry. 
He has been in debt all his life in order 
to pay the premiums; but to be in debt 
to get ahead is not a bad way to be 
in the red. 


HARRY GREENE, OMAHA 


“If you were age 65 right now, with 
all of your children self-supporting, and 
if your wife had passed on, would an 
amount equal to the total amount of 
your life insurance be sufficient to give 
you an income as long as you live? It 
wouldn’t? If that would not be enough 
for you alone, it would take close figur- 
ing to have that sum last until your wife 
raised your three children—and after 
that, your children might have to take 
care of her.” 


JACK REINHARDT, SPOKANE 


“Well now, Mr. Prospect, I can see 
your point of view; of course you can 
invest your money and I know your 
wife is familiar with your plans and is 
conservative and can get along. If you 
don’t take this method, you will be car- 
rying out some financial plan or at least 
putting money some place. Let me ask 
you three questions to illustrate a point 
I want to stress: Have you the first 
savings account you ever started? Have 
you the first investment you ever made? 
Have you the first life policy you ever 
bought?” 

It does seem that the last question is 
the only one that nine out of ten men 
can answer affirmatively. No one fails 
to get the point brought out by these 
three simple questions and generally 
they are quite amused. 


DAN S. ANDERSON, PEORIA 


In talking with a salaried man, I say: 

“The future of this business is bright 
and I know you feel fortunate in being 
connected with an organization where 
the possibilities for advancement are 
favorable. So many men with whom I 
talk would give almost anything to get 
in this plant in almost any capacity, 
knowing that most promotions are 
made from within the ranks. 
“Tf 10 percent cut in salaries became 
necessary, I am sure you would stick 
with this job, feeling it would be hard 
to find another that has your present 
possibilities. Won’t you voluntarily di- 
vert 10 percent of your income to a 
sure-fire savings plan that will protect 
you or yours in the years to come?” 


L. F. MEADE, PORT HURON 


Recently, I sold a man on the idea 
of an education program for his three 
boys. The policy was issued and when 
I went to deliver it, he put me off until 
the time arrived when I must place the 
policy or return it. I drew up a letter 
addressed to his boys, relieving me of 





ma with this policy. The last thing 
eu are going to want in this world is 


all responsibility for not having pro- 
vided the necessary funds for their edu- 


cation. In conclusion the letter said, “I 
cannot afford to pay a dollar a day to 
give you this opportunity.” The man is 
a prosperous merchant and he loves his 
boys. He did not care to sign the letter, 
and gave me a check. 


RALPH S. GOLDHEIM, BALTIMORE 


I sold last year a $10,000 and a $50,- 
000 contract to two different men, which 
today they are tickled they have. At 
first, after they said they had enough 
for the wife and would not buy any 
more, I said, “How about the children, 
who are very young?” They said, “Oh, 
my wife will look out for them.” I said, 
“Mr. Prospect, if you should die this 
year you would leave a young, rich, 


beautiful widow who would marry 
again. Don’t you think so?” (He 
looked angry, but answered “Yes!”) 


“And your own children would be step- 
children, pushed from pillar to post, as 
the newly married couple would want 
to travel, probably. And your children 
would not have a penny to call their 
own. And whose fault would it be? 
Not theirs, but yours. Let’s protect 
them!” And Mr. Prospect, after a lot 
more frowning, wrote $50,000, that is, 
$25,000 for each child—under our Op- 
tion A settlement, until they become of 
age. 


DAVE HARRIS, DES MOINES 


As far as the statements which I 
make in attempting to close are con- 
cerned, they depend entirely on who 
the individual is, but if I have a man 
who says “No!” three or four times, I 
may simply stop, look at him and say, 
“My God, man, don’t you love your 
wife?” Of course, a statement like that 
usually shakes them. 


W. W. LUNDGREN, RACINE, WIS. 


“Mr. Prospect, let’s suppose you were 
taking a trip and had purchased a 
ticket, say from Milwaukee to Chicago. 
Then, instead of taking your train at 
Milwaukee you walked to Racine and 
boarded it there. You would have paid 
for the entire trip, but you would have 
enjoyed the comfort of the train during 
only two-thirds of the journey. 

“Tt is the same with the purchase of 
this contract. If you purchase the in- 
surance today, you receive the full ben- 
efit of it immediately. If you wait six 
months, you will have paid as much or 
more for the insurance, but will have 
been without the protection for six 
months.” 


A. E. GILLMAN, CINCINNATI 


With the following close, I delivered 

to a business man a policy that was to 
be returned: “Very well, but this now 
puts you in the life insurance business.” 
He didn’t understand that statement and 
said, “What do you mean?” 
I said, “By not paying the premium 
on this policy you and your business 
are assuming the risk on your life. You 
don’t carry your own fire insurance for 
obvious reasons and you shouldn’t carry 
your own life risk for the same rea- 
sons. Who is in a better position to 
carry the risk? You, by keeping the 
premium, or the Northwestern Mu- 
tual?” He paid the premium. It is old 
stuff, but it worked for me. 


Cc. H. AUTEN, CHICAGO 


It was a case where the husband had 
been convinced and was ready to pro- 
ceed with the purchase, but the wife 
refused to permit the premium outlay 
to interfere with expenditures for her 
social activities. 

I told the wife that it was her own 
affair if she wished to face the situation 
which would arise should her husband 
be taken, after he had endeavored to 
make adequate provision for her. But 








LES IDEA 


OF THE WEEK 


GA 


TEN POINTS FOR SUMMER SLUMPITIS 


The Charles J. Zimmerman agency in 
New Jersey for the Connecticut Mutual 
Life, has given out ten interesting points 
to overcome “Summer Slumpitis.” They 
are as follows: 

1. Play and rest during leisure time 
—work during business time. 

2. Plan your interviews more care- 
fully—try to arrange definite appoint- 
ments for interviews. Less time will 
thus be required to yield the desired 
results. 

3. Set aside two or three afternoons 
a week for cultivating new prospects. 
Secure the names of new prospects from 
centers of influence, through policyhold- 
ers, and by the endless chain method. 
Get acquainted with these new names 
during July and August. 

4. Plan to meet and talk to 100 new 
prospects during the summer. Enter 
these names in your prospect inventory 
and plan to call on them in the fall. 
Tell them you'll be back in the fall to 
talk business. 

5. To sell business, try to pick pros- 
pects whose business is good during the 
summer: we suggest: ice and ice cream 
dealers; owners of service stations and 
automobile men; sporting equipment 
dealers; druggists arid grocers; resort 
hotel-owners and concessionaires at 
summer resorts; cement dealers and 
road contractors; owners of summer 
camps. 

6. Supplement your regular efforts 
with a well planned direct mail cam- 
paign. 

7. Go through your policyholders file 
with an eye toward converting term 
policies and guaranteed endowment an- 
nuities. 

8. Remember—youngsters are home 
from school and college and this is the 
time for Dad to start them on a life 
insurance program because, a clean-up 
need exists, rates are low at young ages, 
they are in good health, start a savings 
fund and teach the youngster thrift. 

9. Don’t overlook the wives of pros- 
pects and policyholders. They need a 
clean-up fund. 

10. Make up your mind to lick “sum- 
mer slumpitis” or it will lick you. Peo- 
ple need insurance as much in July as 
they do in January. 











responsibility as her husband’s. She 
was depriving them of the necessities 
of life which she was blocking her hus- 
band in providing. Furthermore, she 
had no assurance she would survive her 
husband, when the children would be 
left to face bitter necessity with little, 
indeed, and with no mother’s earnings 
vd guiding hand, if their father should 
ie. 


GEORGE H. CAMERON, NEENAH, WIS. 


If I have trouble closing or deliver- 
ing, I usually stress the need again. I 
tell about a dentist who was one of four 
men killed. The dentist was married, 
had two children and a new home but 
little life insurance. Every agent in 
town worked on him to take more but 
he always said he couldn’t pay for it. 
However, he could afford an office 
girl and could go up _ north for 
a week-end, and on such a trip was 
killed. I tell the prospect, “He expected 
to live just as you and I do, and was 
going to take the insurance later, as 
you plan to. All his wife has now is 
two children to provide for, a mort- 
gaged home and some dental equip- 
ment. Can you guarantee that the same 








their children were just as much. her 


thing will not happen in your case?” 
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Optimistic on Results of 
Social Security Measures 


SAN FRANCISCO, Aug. 1.—Urg- 
ing the necessity for proper study and 
care in the preparation of social security 
legislation but expressing a high degree 
of optimism as to the possibilities of 
beneficial results through the enactment 
of such measures, Roderic Olzendam, 
research director of the Metropolitan 
Life, addressed a group of life under- 
writers, business and civic leaders in 
San Francisco last week on “Economic 
Security and Industrial Relations.” 

Mr. Olzendam based his optimism on 
results attained in Great Britain where, 
he pointed out, following the adoption 
and expansion of the social security 
system, there has been a steady growth 
in the amount of savings on deposit and 
1 healthy increase in both the number 
of persons covered by insurance of all 
kinds by private companies and the 





amount of coverage for each. 

He urged the cooperation of private 
and government agencies of thrift in 
the adoption and extension of such a 
plan. He also made a plea for uni- 
formity of laws among the several 
states which would permit adoption of 
some sort of reciprocal agreements re- 
dounding to the benefit of the employe 
and the employer doing business in sev- 
eral states. 

That the matter of economic and so- 
cial security is a matter which concerns 
the whole body of consumers and not 
merely the employer and employe was 
stressed by Mr. Olzendam. 

That “a system of social security for 
the people of the United States is no 
longer a subject for academic discus- 
sion in cloistered halls” was asserted by 
Mr. Olzendam, who has a background 
of many years’ experience in the field 
of research with particular relation to 
economic security, unemployment in- 
surance, health and social insurance and 
old-age pensions, both here and abroad. 
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Life men who write auto- 


TAKE BOTH vee eet. are 


insurance, 
as well as life, should read The National Under- 


writer (Fire, and Casualty 
a year), as well as the Life Insurance Edition. 
on one $5.50 a 





year. 
to A-1946 Insurance Exchange, 
now 








| He, however, warned again against the 
adoption of what he termed “slipshod 


legislation.” 


Uses Business Survey Data 
In Securing Interviews 





A business survey has been completed 
by the southern California agency of 
the Lincoln National which is being 
used in directing prospecting efforts and 
formulating sales plans. 

Ten Los Angeles business men in 
each of 30 industries were quizzed. An- 
swers indicate business has improved 
for most. Some said conditions were at 
the same level as last year, but rarely 
was business said to be worse. Agents 
are using the results to show a business 
man how his business compares with 
the average. Interviews are readily ob- 
tained, 

Six questions were asked. 1. Is your 
business more profitable today than it 
was a year ago? 2. Do you employ 
more people nuw than you did a year 
ago 3. How do your collections com- 
pare with the same period last year? 
4, Are you extending more credit than 
you did a year ago? 5. What is the sal- 
ary or wage trend in your business? 6. 
What, in your opinion, is the outlook 
for your business during the next year? 

In answer to the first the average was 
two to one in the belief business is more 
profitable. Over half are employing 
more people. Forty-five percent re- 
ported salary or wage increases, with 
none reporting decreases. A large pro- 
portion expressed the belief business 
prospects are bright. 


Durham Life Broadcasts 


The Durham Life of Raleigh, N. C., 
is gaining much good will and publicity 
over its radio station WPTF, which 
stands for “We Protect the Family.” 
The company is identified with the va- 
rious broadcasts and on Sunday eve- 
nings at 6:15 the Durham Life broad- 
casts its “song album” program. 


To Pass on Utah Code 


SALT LAKE CITY) ‘Aug 1.— 
Utah’s recovery act, which was pat- 
terned after the NRA and under which 
the insurance business in the state set 
up a code of fair practices, is to be 
passed upon by the Utah supreme court 
for its constitutionality. The act has 
been more or less inoperative since the 
federal supreme court wiped out the 
NRA. If the highest court in Utah up- 
holds it, all codes will be revived and 
properly enforced again. ‘Theoretically, 
the insurance code is still in full force. 


Editors Lending Support 
to Institution in Articles 





(CONTINUED FROM PAGE 4) 


tect themselves against adversity long 
before the government form of insur- 
ance becomes effective. On their own 
account they will seek to build up an 


-estate for themselves that will preclude 


any thought of want. 
“One of the strongest guarantees of 


‘national security is life insurance, a fact 


pointed out by the President of the 
United States. It is not beyond the 
range of possibility that as the volume 
of this kind of protection increases the 
cost of the service will be reduced to 
within the reach of practically every 
citizen in the land. It holds out great 
possibilities for national security and 
stability. Employers should preach life 
insurance to employes and parents to 
their children. It may prove the na- 
tion’s strongest bulwark in withstand- 
ing financial and economic upheavals.” 

“Life insurance does not need any 
editorial arguments to point out its 
value,” avers the Waukegan, III., “News 
Sun.” “The experience of years has 
proved that it is one of the best invest- 
ments a man can make. Most men are 
not financiers or experts in investment. 
If they were forced to enter the stock 







Interest in Auto Cover | 
For Life Insurance Agent § 





Reference was made in THE Nation, 
UNDERWRITER recently to the fact tha 
one of the good sized industrial life 
insurance companies was requiring 4lj 
of its agents to purchase automobik 
liability insurance. The companys 
decision to make this requirement y 
reported erroneously as being prompted 
by a recent decision of a Missouri court, 
holding the life company liable for ig! 
juries caused by one of its agents. Ag 
a matter of fact, the life company js 
taking this action at the request of 
demand of the automobile insurance 
company, which has been writing the 
contingent liability or so-called non 
ownership liability policy of the life in 
surance company. 

There have been a number of court 
decisions, swinging to the view that the 
life insurance company agent is on 
company business no matter what the 
time of day or night, Saturday, Sun 
day or holidays. An agent can usually 
claim that he did not make a call in 
the afternoon and was going back to 
make his call in the evening. The 
agent is on commission or salary with 
no stated hours of work and he may be 
on duty 24 hours a day, holidays in’ 
cluded. It is usually very difficult to” 
prove that he was not on company busi- 
ness. 

May Sue the Employer 


Therefore, in the event of an acti 
dent, the person injured, finding that’ 
the agent was not insured, might sue 
the life company. The contingent lia | 
bility policy of the life insurance com- 
pany protects it. Because so many 
agents, particularly of the industrial 
class, are not insured or have been 
dropping their insurance lately, the cas 
ualty company, carrying the contingent 
risk of the life company, has been suf 
fering from rather sizable losses and 
was fearful of the future experience. 
Recently the casualty company de 
manded that all of the agents of the life” 
company carry primary insurance. 


Few Carry Personal Cover 


A good many casualty executives fed | 
that the rate for the non-ownership lia] 
bility policy is predicated on the com 
tract being pretty largely an exces 
coverage. It should not, they contend, 
take the place of direct insurance | 
employes and agents, who are habit 
ually using their cars in company bust” 
ness, q 

It was found that only about 17 pe 
cent of the life companies’ agents cal 
ried personal insurance. a 

The whole question of non-ownership | 
liability is being given considerable at 
tention these days by casualty compatly 
executives. Some of the companies aft 
inquiring more and more closely as 7 
the primary coverage carried by 8 
called class 1 employes, or those whos 
cars are habitually used in the employ) 
er’s business. j 

——— 











and bond markets at their own tisk? 
they would soon be down to their last | 
shirt. Thanks to the insuratce com 
panies, however, they can contract 10) 
pay a certain amount each year and De 
sure of receiving a definite sum in fe 
turn a few years later. Insurance elim: 
inates the gamble that otherwise wot 
make saving and investment difficult 
“Those who benefited by last years) 
insurance payments do not have to 
told that insurance is a good thing. 0 
the sake of your own dependents, 
would be wise for you to join the group 
of safe and sane investors.” 
—————« 
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AVAILABLE 
To a Life Company, services of a 
visor or Agency Director with a 
successful past experience in selecting 


ing new men. 4 
ADDRESS C-8, NATIONAL UNDERWRITER 
ee 
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